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Dirt Dug Up On Federal Agencies Comes 40 Million Suit 
At Bad Time For State Supervision Foes 


By ROBERT B. MITCHELL 


The Supreme Court is usually the 
last word—but its decision slapping 
‘down the Federal Trade Commission 
‘in the National Casualty and Ameri- 
can Hospital & Life cases seems more 
like a preliminary, stage-setting job 
‘for the real show. 

In view of what the court said, the 
McCarran act does indeed protect 
A&S advertising from the power- 
snatching fingers of the FTC—but it’s 
still up to Congress to decide whether 
‘it likes the McCarran act as well as it 
did when it passed the famous meas- 
ure 13 years ago. 

So it’s not surprising that once the 
court had given its decision in the Na- 
‘tional and American cases, Sen. O’Ma- 
-honey lost no time in announcing that 
‘the investigation he is running for the 
Senate judiciary anti-trust and anti- 
‘monopoly subcommittee will tackle 
‘first the fields that he considers im- 


possible for the states to control: avia- 
tion, marine and mail order insurance. 
O’Mahoney pointed out that the Su- 
preme Court decision specifically re- 
frained from passing on types of inter- 
state insurance operations which the 
states can’t control. He cited this pas- 
sage from the opinion: “Whatever may 
have been the intent of Congress [in 
the McCarran act] with regard to in- 
terstate insurance practices which the 
states cannot for constitutional rea- 
sons regulate effectively, that intent 
is irrelevant in the cases before us.” 
Even where the Supreme Court con- 
siders that the McCarran act gives the 
states such powers that the FTC is 
foreclosed from _ interfering, Sen. 
O’Mahoney contends that the recent 
decision makes a re-examination of 
the McCarran act’s efficacy even more 
necessary. Since the anti-trust agen- 
cies are precluded from challenging 
the effectiveness of state laws and 
regulations governing insurance, it be- 


comes “mandatory” for Congress to 
determine whether the McCarran act 
is doing its job of protecting the pub- 
lic from monopolistic and other non- 
competitive practices, he said. 

Another line of investigation that 
O’Mahoney says the decision shows to 
be needed is a re-examination of the 
way in which the proviso of section 
2(b) of the McCarran act reserves the 
applicability of the Sherman, Clayton 
and Federal Trade Commission acts to 
the business of insurance. 

Noting that this proviso uses 
the term “regulated,” Sen. O’Mahoney 
emphasized that the FTC position in 
its argument before the Supreme 
Court was that there can be no regu- 
lation without administrative action— 
the mere existence of laws and regu- 
lations is not enough to satisfy the re- 
quirements of the proviso. He said it 
is important for the public to know 
whether the congressional intent to 

(CONTINUED ON PAGE 31) 





NAIC Preservation 
Of State Regulation 
Lineup Is Changed 


The preservation of state regulation 
committee of National Assn. of Insur- 
ance Commissioners has been altered 
in composition by NAIC president 
Arch Northington of Tennessee. The 
new chairman is Navarre of Michigan, 
‘outgoing NAIC president; with McCon- 
‘nell of California, former chairman, 
‘as vice-chairman. Members are Gerber 
of Illinois, Knowlton of New Hamp- 
‘shire, Howell of New Jersey, Wikler 
jof New York, Smith of Pennsylvania, 
and Rogan of Wisconsin. This lineup 
will probably result in a change in at- 
ititude from the former position of the 
committee, which more or less has and 
does represent the NAIC in dealing 
with, for example, the O’Mahoney in- 
‘vestigation. 





[American Family Life 
Has $1.6 Million First Day 


American Family Life of Madison, 
the new subsidiary of Farmers Mutual 
Auto, on its first day of operation, 
July 1, wrote more than $1,600,000 in 
ordinary business, believed by com- 
pany officers to be the largest amount 
of insurance ever written on an open- 
ing day. 

American Family has $2 million of 
capital and surplus, with all the stock 
held by Farmers Mutual Auto. It is 
writing endowment at 65, 20 pay life, 
“y paid up at 85 and life paid up at 





The Jack White Prudential agency 

Bt Los Angeles, now located at 5657 
ilshire boulevard, will be housed in 
2 new $500,000 office building at 
urson avenue and Wilshire boulevard 
Bhortly after Jan. 1. Construction is 
scheduled to start in July. 


XUM 


Tex. Puts Management 
Fitness Law To Bear On 


National Bankers Life 

DALLAS—National Bankers Life, 
which operates in 24 states and has 
about $85 million in force, was cited 
in a show-cause hearing issued late 
last week by Commissioner W. A. 
Harrison to prove fitness of its top 
management and answer allegations 
of code violations growing out of in- 
vestment practices. The _ officers 
named are: Pierce P. Brooks, recently 
resigned board chairman and former 
president; Lester F. Hall, president, 
and Mildred E. Gregory, treasurer. It 
was learned that Mr. Brooks was 
forced to resign by Mr. Harrison as a 
condition of renewing the company’s 
license as of June 1. 

Mr. Harrison, who set the hearing 
for July 15, announced that his ac- 
tion was based on findings in an ex- 
amination report made by the Texas, 
Nebraska, North Carolina and Georgia 
departments. 

The formal order alleged 26 dis- 
crepancies in operations plus 22 ques- 
tionable assets with Mr. Harrison 
declaring that investments, especially 
in mortgages, appeared to have been 
controlled by Mr. Brooks personaily. 

In daily mewspaper reports Mr. 
Brooks, now president of Dixie Life 
& Accident of Little Rock, is quoted 
as saying the charges resulted from 
a “prejudiced and biased examina- 
tion” and that “we will not retreat 
any further” as far as management 
is concerned. 

Mr. Hall, who has been president 
since March, 1956, also said that he 
would fight the show-cause order 
“every inch of the way,” declaring 
that the company has shown continu- 
ing growth and made “roughly $1 
million in net earnings last year.” 

In his 8,000-word order, Mr. Harri- 
son listed a long series of transactions 
which, he said in part, indicate that 

(CONTINUED ON PAGE 25) 


Houston Insurer 


Buys Lincoln 
Liberty Of Neb. 


Lincoln Liberty Life of Lincoln, 
Neb., has been purchased by Consoli- 
dated American Life of Houston for 
$7 million and will be merged into 
Consolidated American under the 
name Lincoln Liberty with head- 
quarters at Houston. This will result 
in a company with $147 million insur- 
ance in force and $28 million in assets 
operating in a 12 state territory. 

Lincoln Liberty was founded in 1919 

(CONTINUED ON PAGE 25) 


Against Larson 


To Go To Trial 


Appeals Court Reverses 
Dismissal Of Conspiracy 
Charges By Bankers L. & C. 


The $30 million lawsuit brought by 
Bankers Life & Casualty of Chicago 
against Commissioners Larson of 
Florida and Cravey of Georgia and 
several of the insurers operated by 
C. A. Sammons, charging conspiracy, 
“was erroneously disposed of’ when 
it was dismissed in district court, the 
U. S. court of appeals at New Orleans 
held June 30. The lower court has 
been reversed and the cause remanded 
for further “and not inconsistent pro- 
ceedings, including trial on the 
merits.” 

MacArthur Is Actual Plaintiff 


The actual plaintiff is, of course, 
John MacArthur, president of Bankers 
L. & C., reputed by the newspapers 
to be the richest man in Chicago, and 
probably the most widely known in- 
surance man in the U. S. He brought 
suit against the commissioners and Re- 
serve Life of Dallas and affiliated com- 
panies on the contention that there 
was conspiracy under the Sherman 
act and the Clayton act. He sought 
treble damages for injury to Bankers’ 
interstate business. The original 
charge held that “under the guise of 
cooperative regulation but in reality 
for the benefit of the Sammons con- 
trolled corporations, they (Larson and 
Cravey) and the corporations con- 
spired to destroy plaintiff’s business 
in Georgia, Florida and other states 
and to prevent its expansion in 
states where it was not licensed ... 
The means of purported regulation 

(CONTINUED ON PAGE 24) 








President Theo. P. Beasley of Republic National 





Life (right) receives 


birthday greetings in the form of $97,627,226 of new life insurance written 
in the month of June. June was President’s month and the production was 
an all-time record. From the left are Allen Cureton, assistant vice-president 
and director of A&S agencies; Edward Nadelin, assistant vice-president and 
director of brokerage; James W. Galloway, assistant vice-president and 
director of general agencies; Howard W. Channell, assistant vice-president 
and director of branch offices, and Mr. Beasley. 
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NO MAJOR PROBLEMS 


FeNATIONAL UNDERWRITER 


Texas Life Underwriters Assn. 
Elects Spencer, Increases Dues 


Some 540 members and guests of 
Texas Assn. of Life Underwriters at- 
tended the annual convention in 
Houston June 26-28. Although there 
were no problems of major import 
which needed airing, the agenda was 
a full one and included eight guest 
speakers, as well as meetings and 
elections of allied units of the associa- 
tion and a number of presentations 
and awards. 

An increase in the annual dues to 
the state association from $5 to $8 
was adopted, to go into effect next 
Jan. i, and a number of amendments 
were made in the by-laws. Chief among 
these was a new arrangement for the 
legislative committee, which hence- 
forth in dealing with pending legisla- 
tion will carry out the directives of 
the TALU board. 

The association picked Galveston 
for its 1959 convention and heard bids 
from Austin and Brownsville for the 
1960 meeting, this decision to be made 
at a later date. 


New Officers Named 

William T. Spencer, American Na- 
tional, Wichita Falls, was elected pres- 
ident to succeed Hunter M. Jones, 
General American Life, also of Wichi- 
ta Falls. 

Other officers named were: M. S. 
Bennett, Lincoln National, Fort Worth, 
vice-president; Jack H. Russell, Ohio 
National Life, Corpus Christi, secre- 
tary-treasurer. John M. Mathis of 
Austin is managing director, and B. P. 


Atkinson, American General Life, 
Austin, was named national commit- 
teeman. 


Gov. Price Daniel, introduced by 


Zollie C. Steakley, secretary of state 
and formerly TALU counsel, praised 
the association for helping in the re- 
organization of the insurance depart- 
ment but said that changes are still 
needed within the department. He 
also pointed out that the agents should 
be on guard against federal control—a 
“continued and constant threat” to the 
industry. He also said that most of the 
unsound companies have been elimi- 
nated in Texas but added that some of 
the insurance people had failed to 
speak out for the correction of bad 
conditions. Under a new senate bill, 
however, there is now a policy-making 
board, he declared. 


Urges Attendance At NALU Meet 


President Jones, who on his retire- 
ment was given a service plaque and a 
silver tray, urged that all associations 
have representatives at the annual 
convention of NALU Sept. 7-12 at Dal- 
las. It is hoped that half of the total 
attendance will be Texas agents and 
company representatives, and _ the 
state association is concentrating its 
efforts in that direction, he said. Mr. 
Jones also spoke of the values of the 
training school to be held for new of- 
ficers of local associations in Fort 
Worth and urged that all local officers 
attend. Mr. Bennett announced that 
the dates for the leadership training 
meeting will be Aug. 1-2 at Texas 
Christian University. 

Carl H. Lane, superintendent of 
agencies General American Life, who 
spoke at the sales congress meeting, 
advanced four points vital to the in- 
creased sale of life insurance. “This is 

(CONTINUED ON PAGE 22) 











A&H Agents Go On 
Record As Opposing 
Forand Bill 


International Assn. of A.&H. Under- 
writers went on record as opposing the 
proposed social security amendments 
with the testimony of its managing 
director, Bruce Gifford, before the 
House ways and means committee. 

Mr. Gifford said an active, expand- 
ing, efficient mechanism in the form 
of programs offered by insurers and 
service organizations is presently 
available and the institution of gov- 
ernment sponsored, tax supported 
mechanism would constitute needless 
duplication, reduce efficiency and be 
a waste of money. He added that gov- 
ernment administered health programs 
in other countries have had the effect 
of reducing standards of care, increas- 
ing hospital stays, etc. 


Companies Are Handling Problem 


Social security was set up and has 
been maintained as a basic retirement 
benefit in the form of cash, he added, 
and if there is need for health insur- 
ance it is readily available through 
voluntary means. The problem of 
health insurance for the aged is dim- 
inishing and the insurance companies, 
primarily through group coverages but 
also by extension of individual cov- 
erages, are treating the problem. The 
future costs of the proposed bill are 
unpredictable, and even now OASI has 
reached the point of diminishing re- 


turns, he declared. 

The design of health insurance pro- 
grams has undergone radical change 
in just a few years, Mr. Gifford added. 
Major medical with deductibles and 
coinsurance is covering the unpredict- 
able health bill. Competition has spur- 
red growth of coverage. 


Continental Passes 
$5 Billion In Force 


Continental Assurance this week 
announced at press conferences in New 
York and Chicago 
that it had passed 
the $5 billion mark 
in insurance in 
force. 

Continen- 
tal ranks 17th 
among all compa- 
nies in total life 
insurance in force. 
President Howard 
C. Reeder pointed 
out that it now 
ranks eighth 
among all life com- 
panies whose stock is publicly held. 

The company began business in 
1911. It reached the billion in-force 
mark in 1948, $2 billion in 1952, $3 
billion in 1954, $4 billion in 1956. At 
the $5 billion mark, it has some $550 
million in assets. It made its largest 
yearly gain in insurance in force in 
1957, $636.5 million. 

Compared with 1948, the present 
volume of insurance in force reflects 
the broadened adoption of group in- 
surance by industry, said Mr. Reeder. 
In 1948, group insurance accounted 
for 52% of the company’s volume. 
Today, ae ratio has jumped to 60%, of 
which 16% is classed as permanent 
forms of tists for the funding of 
pensions and profit sharing plans. 

Mr. Reeder joined Continental as 
vice-president and actuary in 1941, 
when it had $367 million of life in- 
surance in force and ranked about 
50th among all insurance companies. 
He recalls that the management and 
directors at the time were weighing 
“what to do about the company.” The 
question was whether it should be 
“built or sold.” The life insurance 
business up to that time had developed 
as a “department” of Continental 
Casualty, which owns 32% of the life 
company. 

“The decision was made to build 
Continental Assurance as a_ separate 
and completely independent company,” 
Mr. Reeder said. “By 1945, insurance 
in force crossed the half-billion mark 


Howard C. Reeder 











TELEVISION STAR GALE STORM and her family visit the home office 
of Massachusetts Mutual as the last stop of a cross-country vacation trip. Shown 


with her are, from left, husband Lee Bonnell, district manager for Massachu- 
setts Mutual in the San Fernando Valley, sons Philip, Peter, Paul, and Execu- 


tive Vice-president Charles H. Schaaff. 








July 12, 19 july | 


R. S. Clayton Enters 
Race For NALU 
Board Of Trustees 


R. S. Clayton, manager since 1950 ¢) 
Liberty National Life at Mobile an) 
former president of 
Alabama Life Un- 
derwriters  Assn., 
has entered the 
race for trustee of 
National Assn. of 
Life Underwriters. 

Mr. Clayton has 
been president of 
Mobile Life Under- 
writers Assn. and 
has served on 
many committees 
of the national 
association. 

He began his insurance career ;¢ 
an agent with Liberty National Life j 
Memphis, became associate manage 
in 1936 and district manager in 194 

Mr. Clayton is a graduate of th 
LIAMA management school and hz 
been active in General Agents & Man 
agers Assn. work. 





R. S. Clayton 





and it’s been climbing year after ye 
since that time.” 

The $5 billion-mark was reached bh; 
Continental in 47 years, a record sur 
passed by only one other company 
Prudential, which took 45 years. 

Contributing to the company’) 
growth has been its aggressiveness i) 
developing new ideas, said Mr. Reede, 
pointing out that Continental was th: 
first to introduce the “quantity dis 
count” plan for the individual. Earl 
this year, the company, jointly with) 
Chicago bank, introduced trust “C” fo 
employe benefit plans as a way 0! 
combating the eroding effect of infla 
tion on investments by providing for) 
portfolio consisting partly of commo) 
stocks and partly of guaranteed an 
nuities. 


Richard Oberlander Joins 


Health Insurance Institute 


Richard C. Oberlander has_joine) 
Health Insurance Institute. He wil 
assist in broadening the education: 
services of the health insurance bus 
ness and will be working with educe, 
tors, secondary schools and college 
throughout the country. 

Before joining the institute, Mr 
Oberlander attended Rutgers univer, 
sity in New Brunswick, N. J., wher) 
he was an agent for ‘life and AK 
insurance in the campus unit of Prov) 
ident Mutual Life. 


Columbus Managers & 


General Agents Elects 


Frank L. Daugherty, North Americat 
Life, has been elected president 0 
Columbus Life Managers & Generé! 
Agents Assn. Others elected wert! 
Robert L. White, Massachusetts Mu 
tual, vice-president, and Duane D 
Guerin, Manufacturers Life, secré 
tary-treasurer. 

Besides Messrs. Daugherty an 
White, trustees elected were Robert W 
Bogart, Great West Life, and Norma) 
R. Sleight, State Farm. 


King Heads New N. C. GAM/ 
R. E. King Jr., Lincoln Nationa 
Charlotte, is president of the new 
formed N. C. General Agents & Man 
agers Assn. Martin Lynch, Skylani 
Life, Winston-Salem, is vice-pres 
dent, and Robert Strader, Traveler 
Charlotte, is secretary-treasurer. 
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LIFE INSURANCE EDITION 





“We've only got ten minutes—so for Pete’s sake, 
don’t ask him what’s new at Provident Mutual!” 


New developments at Provident Mutual are put- 
ting a gleam in many a broker’s eye. A general 
reduction in standard premium rates . . . higher 
dividend scale . . . quantity discount on policies 
over $4,000 ... new automatic payment plan. 

In accident and sickness protection, Provident 
Mutual has reduced rates approximately 6% on 
new income protection policies. Conversion privi- 


leges have been liberalized in many term plans, and 
a 5-year renewable term policy has been introduced. 
New and flexible group pension plans are featured, 
together with a complete line of group insurance 
coverages including the small business. 


These are some of the reasons why sales-minded 
brokers are taking the time to find out what's 
new at Provident Mutual. It could pay you too. 


Provident Mutual 


Life Insurance Company of Philadelphia 





4 


FteNATIONAL UNDERWRITER 


Reader Sticks Up For N. Y. Expense 
Limit, Questions Growth Comparison 


A vice-president of a prominent 
company licensed in New York has 
written the editor of The National 
Underwriter to take issue with an 
article that criticized the New York 
acquisition expense limits. The article 
called attention to the faster rate of 
growth of the non-New York licensed 
companies in the top 50 companies in 
insurance in force as contrasted with 
what the New York licensed com- 
panies have done in the last decade. 
The writer asked not to be identified, 
on the ground that he did not want 
“to engage in a public controversy.” 

A rejoinder by the editor, citing 
additional figures supporting his con- 
tention, follows the executive’s letter. 


I never write letters to newspapers 
and magazines, but I think you are so 
wrong in your article, “Slower Growth 
of New York Licensed Insurers Puts 
Spotlight on Restrictive Statutes,” in 
the June 14 issue, that I can’t keep 
still. I happen to be connected with a 
life insurance company but this letter 
is written strictly as an individual and 
is not to be construed in any way as 
an expression of my company’s atti- 
tude. 

Instead of complaining about New 
York state limits on expenses of life 
insurance companies, and particularly 
limits on agents’ commissions, I, as a 
policyholder, am extremely grateful to 
that state for having kept down the 
cost of life insurance so the average 
person can afford it. Without a statu- 
tory expense limit and without a 
statutory limit on agents’ compensa- 
tion, competition would long since 


have forced companies to pay more 
for business, which could only mean 
an increased cost to the general public. 


Attacks Growth Comparison Basis. 


And your comparison of the growth 
in the last 10 years of New York 
licensed companies vs non-New York 
licensed companies is in my opinion 
invalid. Comparisons of percentage of 
growth are quite apt to be misleading. 
A company which starts at or near 
zero can rather easily double, triple or 
quadruple, etc., its business. In fact, 
the company which starts at zero and 
writes any business at all has a per- 
centage of growth which mathemati- 
cally must be expressed as _ infinite. 
For a big, long established company 
to show a comparable percentage of 
increase is hardly possible. 

Consider any type of business. What 
has been the comparative rate of 
growth of the newer airlines as com- 
pared to the older airlines? Undoubt- 
edly some newer steel companies have 
grown faster in the last 10 years than 
the giants, U. S. Steel and Bethlehem 

yet these new companies still 
have only a very minor part of the 
total market. 

You point out that only 71 of a total 
of 1,300 companies are licensed in 
New York state. How many more than 
71 are licensed in Connecticut or Mas- 
sachusetts? Yet you don’t excuse 
Connecticut and Massachusetts of in- 
sufferable arrogance and extraterri- 
toriality. 

Finally, you must have analyzed the 
net cost and the quality of the product 

(CONTINUED ON PAGE 26) 


‘Reneficia 
THOUGHTS 


An old Norwegian proverb reads: 


“The lazier a man is the more he is 


going to do tomorrow”. Actually, nothing 


is ever accomplished tomorrow. 


There’s a beneficial moral in that... 


especially for those of us in the business of 


life insurance. 


BENEFICIAL LIFE 


Srsurance 


Virgil H. Smith, Pres. 


= 





Company 


Salt Lake City, Utah 


Reese Agency Wins 1957 
Honors Of Federal Life 


The Hamilton trophy, Federal Life’s 
highest agency award, was won by 
the Maurice J. Reese agency of Mad- 
ison for performance in 1957. The 
presentation was made by President 
Spencer R. Keare at Madison. Agency 
Vice-president Emery Huff was also 
on hand to offer his congratulations. 

The trophy is named in honor of 





Maurice J. Reese (left) is congratu- 
lated by Spencer R. Keare, president 
of Federal Life, after receiving the 
company’s highest award—the Hamil- 
ton trophy. 


Federal Life’s founder and first pres- 
ident, Col. Isaac Miller Hamilton. The 
trophy can be retained if it is won 
three times. 

Basis for choosing the trophy winner 
is volume of life and accident and 
health business as well as percentage 
of increase in A&H and life new busi- 
ness, second year persistency, claim 
ratio, over-all lapse ratio, and the ap- 
pointment of new successful agents. 

The Reese agency also won the 
president’s trophy in A&H. 


New Ark. Life Company 


To Use Fire Sales Plan 


LITTLE ROCK—American Insurers 
Life, a new Arkansas company with 
assets of $1% million, organized and 
designed to operate exclusively through 
fire and casualty agents, made its debut 
here at a formal luncheon at which 
Commissioner Combs presented the 
certificate to H. Noble Gill, founder 
and president. 

Mr. Gill said no officer or director, 
with the exception of the full-time 
agency man, will draw any salary or 
compensation until the company has 
$10 million of insurance in force. Mr. 
Gill, an agent at Blytheville for 25 
years, said the operation through the 
agency system will by-pass “the cus- 
tomary high overhead costs of life 
companies in procuring and financing 
agents.” Under the plan of American 
Insurers, agents will be remunerated 
on aé continuing commission basis 
similar to that used by the fire and 
casualty companies so that the life 
business comes close to the ownership 
of expiration used in the property 
insurance field. 


John Hancock Changes 


‘Premium-atic’ Plan 


John Hancock has made two major 
changes in its “Premium-atic” checking 
plan. It is possible now for all policy- 
holders having regular checking ac- 
counts to place their premium notice 
policies on a Premium-atic basis, 
regardless of the date of issue. This 
change applies to select ordinary, 
multiple protection and_ personal 
health policies as well as to annuities. 

The other change is that the policy- 
holder is required to authorize the 
drawing of only one check each month 
against his checking account for the 
total number of policies having Prem- 
ium-atic payments due in that month. 








July 12, sos 


Nw Mutual Agents 
Assn. To Meet At 
Milwaukee July 21-23 


The Assn. of Agents of Northwestern 
Mutual Life will hold its 78th annual 
meeting at Milwaukee July 21-23, 
John O. Todd, Chicago, will be chair- 
man at the opening session at which 
the featured speaker will be President 
Donald C. Slichter of Northwestern 
Mutual. 

Grant L. Hill, vice-president and 
director of agencies, will present the 
individual agent honors awarded by 
the association for sales in the past 
year, and the insurance play, “Star. 
dust,” written by Laflin C. Jones, 
director of services and planning, will 
be presented. 

Luncheon speaker the first day will 
be G. F. Smith, Milwaukee. In the 
afternoon the theme will be the 
corporate community concept. B. §. 
McGiveran, Milwaukee, will talk on 
“Inducing the Corporate Community 
Concept,” while Laflin Jones and 
Ralph Harkness will discuss “The 
Policyholder Survey of Our Market,’ 
Prospects in the corporate community 
will be described by E. L. Steffen, 
Cissna Park, Ill.; W. A. Hazlett, Chi- 
cago, and J. R. Winegardner, Lo: 
Angeles. 

The program on the second day will 
consist of split sessions divided be- 
tween the home office auditorium and 
the Milwaukee county war memorial 
building, with the program repeated 
morning and afternoon at each location. 


“Problems And Solutions” 


“Problems and Solutions for Non- 
Owner Members of the Corporate 
Family” will be discussed at one of 
the sessions, the speakers to be B. L 
Oliver, Marietta, Ga.; B. J. Crosse 
Beloit, Wis.; J. G. Brown, assistan! 
director of agencies, and W. B. Lynch 
Milwaukee. 

Discussing the theme “Problems ani 
Solutions Within the Corporate Com. 
munity” will be W. J. Kinnally, Mil- 
waukee; M. L. McCarthy, director 0 
advanced underwriter training; N. H 
Seefurth, Chicago, and J. L. Craig 
general agent at Milwaukee. 

The Northwestern Mutual CLUs wil 
have a luncheon and business meetin 
on the second day, and on the thir 
morning the “Half Million and Ove’ 
Club” will have a breakfast. 

On the final day the agents wil 
have their business meeting and hea 
talks by B. S. McGiveran and C. G 
Groeschell, comptroller, who will tall 
on the new IBM electronic brain @ 
the home office. S. C. Allyn, chairmat 
of National Cash Register and a mem, 
ber of the Northwestern Mutual boari) 
of trustees, will talk on “The America’ 
Market Place,” and the final speake 
will be Grant Hill, whose talk is en 
titled “What You Do.” 


Best Co. Promotes Matre 


Frank J. Matre, western sales man: 
ager of the A. M. Best Co., with head: 
quarters in Chicago, has been promote: 
to vice-president in the midwester 
territory. Mr. Matre has been wester! 
sales manager 25 years, and will con 


Tawa wen aac 


tinue in that capacity. Before joinin: 
the A. M. Best Co., he was presiden 
of Pittsburg Fire and was a persona 
friend of the late A.M. Best for ie 





years. Mr. Best arranged the sale 
Pittsburg Fire to National Libert 
which subsequently was absorbed b 
Home. 

One of the last official acts of th 
late A. M. Best as president of h 
organization was to act as host at 
dinner in New York at which Mr. Mat 
was among those honored for havit 
been with the company for 25 years 
more. 
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- |Building Brokerage Business Calls For 
Planning And Work But They Pay Off 
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Building up brokerage business can add a lot to an agency’s income— 
but not if it’s done on a hit-and-miss basis that leads the novice in this 
field into the standard booby-traps. C. C. Robinson, for many years a 
life insurance agency department executive, most recently agency vice- 
president of Columbian National Life, and now a communications 
consultant at Wellesley Hills, Mass., tells here how to avoid the pitfalls 
and land the kind of brokerage business that makes money. 


By C. C. ROBINSON 


At one middling-big home office 
the man who master-minds building 
sales from brokers 
has been given the 
added responsibil- 
ity of the compa- 
ny’s management 
training program. 

This is not to 
say there is any 
less interest in 
brokerage sources 
and results; so far 
as I can find out, 
the contrary is 
true. Nor does it 
indicate the stupid 
idea that a brokerage program can be 
developed by some desk-bound genius, 
working at it in his spare time. In- 
stead, I have a hunch this particular 
company has recognized that broker- 
age development and management 
training go together like corn flakes, 
sliced bananas, and cream. 





C. C. Robinson 


Three Main Brokerage Types 


Of course, as with any other man- 
agement problem, much depends on 
what we’re talking about when we 
refer to brokers and brokerage busi- 
ness. I’m probably over-simplifying, 
but it seems to me there are three 
main types of brokerage: (1) surplus 
or shopped cases from established life 
producers, either independent or with 
other companies; (2) the occasional 
order picked up by nearly all general 
insurance agents or brokers; (3) busi- 
ness created by the general insurance 
man who recognizes that life is an 
important part of the all-lines service 
he offers his insured, and who there- 
fore works at uncovering problems 
which life insurance will help them 
solve. 

Sources of the first type of brokerage 
are rapidly drying up. Most companies 
are now issuing on substandard lives— 
and because they share much the 
same reinsurance facilities, they’re 
doing it competitively. In spite of the 
advertising we see (or perhaps because 
of it) any rate and coverage advantage 
a given company may enjoy is apt to 
be temporary: Within 12 months of 
Continental American’s introduction of 
the family income rider, 117 companies 


_ had announced similar features; and 
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' the rapid. spread of cheaper-by-the- 


dozen, special rates for women, and 
such coverages as the family plan, 
would seem to indicate that competi- 
tion catches up just as fast as it ever 
did. 

Commission Crowbar Still Useful 


There is still the commission crow- 
bar that can be used by non-New York 
companies to pry loose some surplus 
business, but this never has been too 
effective as a brokerage building tool, 
and it probably isn’t now. For example, 
I know one agent, in complete control 
of an individual lives pension case 
with a $64,000 premium, who turned 
down nearly double the commission to 
place it in his own company. 


” 


“Maybe I’m being naive,” he said, 
“but I don’t want to risk having some- 
one tell my clients I place their life 
insurance where I can make the most 
money.” 

The second—the occasional order— 
source may or may not be broadening, 
but in my opinion it never has been 
and isn’t likely to become either im- 
portant or especially profitable. Occa- 
sionally, a broker who knows nothing 
about life insurance and has no in- 
tention of learning will phone a general 
agent or manager he happens to know. 

“Look,” he’ll say, “one of my insur- 


eds is going to buy a hundred thousand 
on his sales manager, and he wants 
me to have the business. He says it 
has to be ‘key man insurance.’ Do you 
write it?” 


Occasional Orders Usually Small 


But this happens so occasionally that 
it can’t be a factor in any company’s 
or agency’s growth. Most of the time, 
these “orders” are for relatively small 
amounts, and there’s so much leg-work 
involved the results are more apt to 
be written in red ink than in black. 

Sources of the third type of broker- 
age business have much more in com- 
mon with full-time sources than with 
either of the other two. Matter of fact, 
it has always seemed to me that “brok- 
erage,” as a label for the production 
of general brokers who are seriously 
interested in life insurance is a mis- 


5 


nomer, capable of creating a good deal 
of expensive confusion. 

When we go after surplus business 
and the now-and-then order, we are 
bidding for business already created. 
For it we offer commissions, rates, 
policy provisions, underwriting, service 
—and anything else the law and our 
pocketbooks permit. When we do this, 
we are competing with every other 
company and agency in our area that 
happens to be hungry; and there is the 
further complication of a definite limit 
to the amount of already created busi- 
ness being offered by brokers. 

In contrast, from full-time organiza- 
tion, we don’t expect much business 
other than that which is actually 
created; and because the successful 
general insurance brokerage operation 
emphasizes the creation of business 
I think that it involves many of the 
same development and management 
problems which must be solved in 
building a full-time organization—and 
that, therefore, in most important 
respects the same approach to recruit- 
ing, motivation, and over-all manage- 
ment is indicated. 

Give or take a few details, 

(CONTINUED ON PAGE 28) 
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And Now--- 























GUARANTEED-INSURABILITY 


The 


Lincoln National’s new guaranteed- 
insurability plan assures the policy- 
holder the right to buy additional 
permanent insurance at standard rates 
at three-year intervals between ages 25 
and 40. In addition, it immediately 
provides decreasing insurance protec- 


tion to age 40. 


This new plan is another reason for 
our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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N. Y. Disability Costs Show Increase 


The combined 1957 experience of 
insurance companies authorized to 
write business under the New York 
disability benefits law showed in- 
creases over prior years in frequency 
of claims, duration of disability and 
cost per claim, according to the New 
York department. 

The tables of experience showed 
that in 1957 2,472,998 employes were 
insured for the minimum coverage 
required by law. The experience under 


plans which provide benefits in excess 
of those required by the DBL, cov- 
ering approximately 1,600,000 work- 
ers, was not included in the tables, 
since no significant conclusions can 
be drawn from this experience in view 
of the many variations involved. 

The relative figures for DBL ex- 
perience for calendar years 1953 and 
1957 were: Average number of em- 
ployes covered,  2,313,872/2,472,998; 
amount of covered payroll $5,929,364,- 


381/$6,616,748,045; number of initial 
claims allowed, 137,540/161,761; total 
number of weeks paid 784,917/1,053,- 
505; losses paid, $19,136,879/$32,016- 
981; annual claim frequency per 
100 covered employes, 5.9/6.5; average 
weekly rate of benefits paid, $24.38/ 
$30.39; average disability period (in 
weeks) compensated per claim, 5.71/ 
6.51; annual claim cost per employe 
insured, $8.27/$12.95; annual claim 
cost as percentage of covered payroll, 
.32%/.48%; annual claim cost per $1 
of weekly benefits exposed, 33.9 
cents/42.6 cents; average annual cov- 











How to meet the challenge 
of your work 


L.-. underwriting has changed consid- 
erably in the last decade. If you are like 
most of your fellows, you are faced almost 
daily with new questions, new situations, 
new challenges to your skill. 

These require creative thinking about 
your work. Most authorities agree, today, 
that creativity is the result of the working 
together, within a man’s mind, of a con- 
stantly increasing store of knowledge. 
Constant study of the field of your activity 
provides the facts and basic information 
which enable you to do creative thinking. 

You’ll go farther in adding to your knowl- 
edge of your work if you study on an 


The Connecticut Nlutual 
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organized basis. Today more and more life 
insurance men and women are doing just 
this sort of thing through the program of 
the American College of Life Underwriters. 
In 30 years, nearly 7,000 have won the 
CLU designation. 

CLU study groups will get under way in 
September in close to 200 cities, largely 
under university auspices. Discuss it with 
your General Agent or Manager, or your 
local CLU Education Chairman, or write 
for more information to Dean Herbert C. 
Graebner, American College of Life Under- 
writers, 3924 Walnut Street, Philadelphia 
4, Pennsylvania. 
















ered payroll per employe, $2,5€3/) 
$2,676, and average cost per claim, 
$139.14/$197.93. 

An analysis of 44,278 claims closed. 
in 1957 showed that the total of maie. 
receiving less than 20 weeks of bene. 
fits amounted to 87.7%; those receiv-) 
ing 20 weeks of benefits, 12.3%, and) 
the average duration of benefit pay-) 
ments was 7.46 weeks. For women, 
the figures were 91.3%, 8.7% and 
6.89 weeks. 

An analysis of 17,723 claims closed 
in 1957, where the disability com- 
menced on or after July 1, 1957 (max. 
imum benefit rate of $45 a week) 
showed that the total of males receiv. 
ing less than $45 a week amounted to 
71.4%; those receiving $45 a week! 
28.6%, and the average weekly benefit 
paid was $34.98. For women, the fig. 
ures were 91.7%, 8.3% and $26.66. 

Superintendent Wikler pointed out 
that in comparing the 1957 experience 
with that of any previous year, it 
should be noted that the maximum 
benefit period was increased from 13 
weeks to 20 weeks effective July 1, 
1956, and that the weekly maximum 
rate was increased four times since 
1950. A recent change in the DBL, in- 
creasing the maximum benefit period 
from 20 weeks to 26 weeks, does not 
affect the experience for 1957 and, 
prior years. 
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Midland Mutual Life Wins 
Top Advertising Award 


The 1957 insurance trade journal 
advertising campaign of Midland Mu- 
tual Life won tgp honors in the an- 
nual creative competition of National 
Advertising Agency Network. © The 
competition was part of the 27th man- 
agement conference of the 30-agency. 
network in Montebello, Quebec. A to-: 
tal of 418 entries in all competing 
categories were submitted. 5 

The company won a Premiere award, 
the highest of four citations given, in. 
the classification, “service advertising 
in trade publications.” The entry was’ 
submitted by the company’s adver-) 
tising counsel, Howard Swink Adver- 
tising agency of Marion, O. d 

The award-winning series was built’ 
around the theme, “The Men from! 
Midland Mutual,” and appeared in” 
nine leading insurance trade maga-| 
zines. The program featured testimo-’ 
nials from successful general agents.’ 

In 1958 Midland Mutual’s trade ad-° 
vertising campaign is running in nine 
publications and carries on the “Men 
from Midland Mutual” theme. This’ 
year the spotlight is on home office 
functions and personalities. 


GAMC Adds Two GAMAs 


Local managers’ associations in St. 
Petersburg, Fla., and Rocky Mount, N.) 
C., have been added to General Agents] 
& Managers Conference, bringing the! 
total of such organizations in GAME 
to 147. 

New officers of the associations are! 
L. E. Conner, Gulf Life, president, and 
F. Leslie McEwen, Penn Mutual, sec-" 
retary-treasurer, in St. Petersburg and’ 
Reavis Nelson, Atlantic Life, president,” 
and W. H. Williams, State Capital Life,’ 
secretary-treasurer, in Rocky Mount.’ 


WER AN 


Toledo Managers Elect Dwyer 


Toledo Life Managers Assn. has. 
elected Joseph F. Dwyer, Columbus | 
Mutual Life, president; Robert S. Sum-) 
ner, Penn Mutual, vice-president, and 
Boyd oO. Montgomery, Ohio State Life, | 
secretary-treasurer. Trustees elected. 
are: Alvin K. Dickson, Equitable Soci- 
ety; John F. Trusler, New York Life; 
Malcolm V. Derthick, Metropolitan 
Life; Harry E. Stewart, Life of Vir- 
ginia, 1nd the aforementioned officers. 
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Illustrations courtesy of The Champion Paper and Fibre Co. 
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| sales aid=al sizes 






With more of the right kind and the right amount of sales 
aid to fit all needs and occasions, an agent stands a 

" much better chance of closing a sale every time he 
ila faces a prospect. 
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i‘ Start with a diversified rate book that includes more 
ern than 50 quality plans, add dramatic and convincing 
~— point-of-sale material, and close co-operation from -our 
— regional and home office departments and it’s easy to 

- understand. why agents at Ohio National Life chalk up 
enviable sales records consistently. 
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But this is no one-way street. Our reward has been king- 
ie size too—drawn from the satisfaction of helping both the 
seta individual and the company grow and prosper. 
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Sw Area Managers 
Meet At Pasadena 


Eugene M. Thore, vice-president and 
general counsel of Life Insurance 
Assn. of America, featured speaker at 
the annual Southwest Area Manage- 
ment Conference at Pasadena, outlined 
changing conditions and current prob- 
lems in the business. 

Mr. Thore cited among develop- 
ments of the last 10 years, changed 
public buying habits, downward trends 
in insurance costs, increased purchase 
of retirement income policies, more 
coverage for women and children, 
more liberal underwriting, develop- 
ment of insurance for medical uses, 
and increase in a pension plans. He 
asserted that the trend toward agent 
education and training will continue, 
and said that “there will be a place of 
increasing importance for the agent 
trained to give individual attention to 
the individual needs of the public.” 

Raymond L. Johnson, New York 
Life, in a talk on “Don’t Sell Selling 
Short,” said that too much emphasis 
is put on promises of managerial goals, 
making the agent’s job a boomerang 





FeNATIONAL UNDERWRITER 


rather than a professional career. “The 
tremendous opportunities that a ca- 
reer in life underwriting offers to men 
without special training and without 
capital is the foundation of our agency 
system,” he stated, and went on to 
point out some of the advantages of 
being an agent—freedom, security, 
money, and prestige. 

L. J. Evans, general agent of North- 
western Mutual at Portland, Ore., dis- 
cussed “Building a General Agency, or 
Where Does All That Time Go?” Not 
the control of time, but the controlled 
use of time is a measure of success of 
organized activity, he said. Using a 
chart, he illustrated the timing of 
agency activities. 


Cites Office Problems 


“Profits and Perils of Detached Of- 
fice Operations” was the topic of 
Robert S. Gay, Prudential manager at 
Detroit. He used lantern slides to show 
different locations and types of terri- 
tory his agency serves. He spoke of 
the difficulty in properly placing an 
agent, of differences among division 
managers relating to transfers; and 
problems of recruiting, operations 
costs, and access of competitors to the 
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American Casualty has 
a group insurance pro- 
gram to satisfy every 
one of your clients — 
whether the firm em- 
ploys 10” or 10,000. 
Flexibility, with an eye 
to individual require- 
ments, is always the 
prime objective of our 
group experts. Write for 


details today. 





*15 in Florida 
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AMERICAN CASUALTY COMPANY, Reading, Pa. , 
Please send me complete details about GROUP INSURANCE. 





agency force. He also described the 
rules he has established for running 
the agency. 

Fred Smith, management consultant, 
Cincinnati, talking on “The Kernel of 
the Management Team,” held that a 
manager should be a “doer” and not a 
“pusher.” Managers must be self or- 
ganized, he declared, and not spend 
too much time being just a good fellow. 

E. Clare Weber, general agent of 
New England Mutual Life at Cleveland, 
in his talk entitled “Let’s Look With- 
in,’ told how he built and ran his 
agency. The management job has 
three parts, he said—manpower, train- 
ing and supervision, and office opera- 
tions. 


Federal Employes Group 
Plan Paid Out More Than 
$140 Million In Three Years 


In the first three years of the federal 
employes group life insurance plan, 
over $140 million has been paid to ben- 
eficiaries by the more than 160 under- 
writing life companies, Institute of 
Life Insurance reports. 

This is the largest group life insur- 
ance contract in force, and at the close 
of the 1957 fiscal year covered 2,100,000 
federal workers for an aggregate of 
$10,500,000. Over 95% of the 2,200,000 
eligible employes took insurance under 
the optional plan. 

The annual rate of claims is now 
nearly 12,000, for almost $60 million. 


Nw Mutual Giens Awards To 
High School Math Leaders 


Northwestern Mutual, as part of its 
work in furthering mathematical and 
actuarial interests in high schools, 
recently held a dinner honoring 30 
Milwaukee county students who led 
the 1958 annual mathematics contest 
sponsored by the Wisconsin section of 
Mathematical Assn. of America. The 
students were given cash awards. 

Featured speaker, Dr. W. S. Bicknell, 
assistant professor of commerce and 
actuarial science at University of Wis- 
consin, discussed teaching actuarial 
work at the university. Victor Hen- 
ningsen, Northwestern Mutual actuary, 
spoke on “Opportunities for Mathema- 
ticians in Actuarial Work’ and pre- 
sented the awards. 

Northwestern Mutual gave $25 to 
every student who ranked in the top 
20 in the state contest and $25 to 
every high school which had a student 
in the top 20 group. Also every high 
ranking student of a Milwaukee county 
high school, if not in the top 20 in the 
state contest, received $10. 

Some 160 guests, including students, 
parents, and mathematics departments 
heads, attended the dinner. 


Bank Has Premium Account 


Philadelphia Saving Fund Society 
has started an insurance convenience 
account to help depositors budget and 
save for all types of premiums. 

The bank says use of the account 
will help depositors reduce their over- 
all insurance costs because they will 
earn 3% interest which can be applied 
to regular premiums. The plan will 
help depositors to avoid borrowing 
and paying interest on loans to meet 
premiums. Adequate savings will per- 
mit use of longer-term premium- 
payment periods provided by most 
insurance companies. 


Midland Mutual Holds Meeting 


Midland Mutual held its 1958 com- 
pany-wide convention in Estes Park, 
Colo., July 9-12. Agents who met the 
requirements of a 15-month qualify- 
ing period joined home office person- 
nel for three days of business and 
recreation. Guest speakers were 
George A. Scott of San Diego and 
Kenneth L. Anderson of Indianapolis. 
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Higdon Heads ALC State 
Nominating Group Jpsul 


Member companies of Americar State 
Life Convention have selected a five. guaral 
man committee to make nominations, sple to 
for elections at the annual meeting ag It | 
scheduled for the Edgewater Beacty +” speci 
hotel, Chicago, in October. ,mounts 

Chairman of the committee is J. @nce 
Higdon, president Business Men's emiumr 
Assurance. Committee members are? The ri 
T. A. Sick, president Security Mutual) ives “a 
Horace W. Brower, president Occiden-; ued Ww 
tal of California; Howard Holderness) it, polic 
president Jefferson Standard; and soy ag 
Edmund Fitzgerald, chairman North family rs 
western Mutual. to existir 

The committee, selected by mai) The al 
ballot, will meet this summer to mak. sp 
one or more nominations for presiden, mount 
and for each of the executive commits ust be 
tee places open. Four executive COMjf the po 
mittee terms expire this year. js limite 

The chairman of the nominating.te Th 
committee will send each membejiversari 
company a list of the nominations no 8th, 31s 
less than two months before the annuiiays wh 
meeting. All nominations submitteij cued. F. 
by the committee may be supplemente 
from the floor at the time of the ex#**** °° 
ecutive session of the annual meeting! 

As soon as nominations are made 
public they will be reported. 


Western HO Underwriters 
Elect Henry Oberdick i 


Henry Oberdick, senior underwrit} 
ing consultant for Prudential at the 
Los Angeles regional home office, ha‘ 
been elected president of Home Of, 
fice Underwriters Club of the Wests 
ern States, succeeding Amos Whet? 
ane. assistant secretary Norther, 

ife. ° 

Victor H. Watkins, Pacific Nation? 
Life, was elected vice-president, an 
Jonal Svendsen, Metropolitan, secre? 
tary. i 
At the annual meeting at Longview 
Wash., delegates and guests includ 
medical directors from five compa, 
nies, representatives from the Actuar+ 
ial Club of the Pacific States and re? 
insurance companies. Among _ topict 
discussed were underwriting habi 
and moral risks, insurance interes 
A&S, the family policy and rider 
reconsideration of ratings and attend 
ing physicians statements. Dr. Albe 
H. Domm, medical director Prudentia 
presented an illustrated discussion 0j* 
controlled hypertension. i 


Allstate Life Deedhen 
$40 Million In 10 Months 


In its first 10 months of operatic 
Allstate Life has reached $40 milli 
of insurance in force, primarily on 
business it has written in Illinois at 
in New York. 

President J. B. Branch said th 
since the first of the year, Allstate Li 










to bring the total to 41 by the end 
1958. 

Most of Allstate Life’s business 
sold over the counter in Sears, Ro 
buck stores, but coverage is also ava 
able through agents in the Allsta 
service offices and other sales locatio 


Walla Walla Agents Elect | 


Waila Walla (Wash.) Life Unde}. 
writers Assn. named Guy Hawkins 
Northwestern Mutual Life, presidel: 
at a recent meeting. Harold E. Me 
Gahey, Kansas City Life, was nam@° 
vice-president, and William E. Lutch#, 
Pennsylvania Mutual Life, secretaty 
treasurer. 

Featured speaker at the meeting W- 
Ralph Oswald, district manager Fry: 
dential, whose topic was “Service 3 
Our Obligation to the Public.” 





sft 
aan 
feof 
yoenne 













uly 12, 1958 
, 1958 


Cc. State Mutual Will 
ap Jnsure Insurability 


nerical’ state Mutual Life has brought out 
a five, guaranteed insurability rider appli- 
nations: able to most of its individual life poli- 
neetingr ies. It permits the buyer to purchase 
Beach. + specified future dates additional 
amounts of life insurance without 
is J. Covidence of insurability and at regular 
Men’ yemium rates. 

rs are’ The rider can be had for standard 
Mutualjives at ages 0 through 38 and may be 
eciden.; ued with any form of level premium 
ernest ite policy, endowment maturing at or 
1; aNstter age 40, retirement income, and 
Nor “family policy plans. It cannot be added 

_to existing policies. 
y mal; The amount that can be bought at 
O makiyach specified future date is the 
“esiden»mount of the basic policy—which 
ommMitynust be at least $5,000—except that 
€ comjt the policy exceeds $10,000 the rider 
_.. Gs limited to $10,000 at each option 
inatingyate, These dates are the-policy an- 
nembeyiversaries nearest the insured’s 25th, 
ONS Noipgth, 31st, 34th, 37th, and 40th birth- 
annuaigays which occur after the rider is 
pmittegssued. Failure to exercise a particular 
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affect future rights. 


option doesn’t 
In the event of total and permanent 
disability premiums are waived if the 
underlying policy has a waiver pro- 
vision. 


Allstate Life Using 
Pre-Authorized Checks 


Allstate Life has begun using the 
pre-authorized check plan for monthly 
life premiums. The “econo-rate check 
plan” is designed to relieve the policy- 
holder of the necessity of issuing 
monthly premium checks himself and 
keeping records of premium due dates. 
Under this plan, if his bank agrees, 
the policyholder authorizes the bank 
to accept a check each month pre- 
pared by Allstate in payment of his 
premium. The cancelled check is re- 
turned to the policyholder as _ his 
receipt. A premium reduction of 2% 
of the monthly premium is offered to 
policyholders participating in the plan. 


Fidelity Mutual Record 


Fidelity Mutual Life’s sales in June 
were 35.6% ahead of last year’s, and 
first six months showed a 10.4% gain, 
a new record. Insurance in force in- 
creased to $1,120,422,134. 
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T. R. HAWKINS 


DETROIT 





Selected for pre-eminence in all phases of career life 
underwriting, T. R. Hawkins of the Detroit agency 
has been a company associate since 1940. He was the 
leading producer in 1957, and is a Life and Qualify- 
ing member of the Million Dollar Round Table. 
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Great-West Revises 
Rates, Dividends 


Great-West Life has announced a 
series of changes in both premium 
rates and dividends affecting its en- 
tire individual life portfolio. 

A quantity discount, a ‘save-on- 
size” concept, will apply on all amounts 
over $3,000. A basic premium rate is 
charged for the first $3,000 and each 
additional $1,000 is purchased at dis- 
count of $2.50 per thousand below the 
basic rate. 

The dividend increase is the fourth 
in five years for participating policy- 
holders and will benefit both present 
and‘ future policyholders. The rate on 
dividend accumulations has’ been 
raised to 3.04%. 

The company has also adopted “au- 
topay,” a pre-authorized system of 
paying monthly premiums which elim- 
inates the use of checks because 
monthly premiums are deducted auto- 
matically by arrangement with the 
policyholder’s regular bank. The sav- 
ing in handling is passed on to the 
policyholders in reduced premium. 


D. E. Kilgour of Winnipeg, vice- 
president and managing director, said, 
“The over-all program of newly de- 
signed policies, quantity discounts, and 
increased dividends, is a result of the 
favorable conditions our company is 
experiencing and means direct bene- 
fits to both present and future Great- 
West policyholders.” : 

The company’s sales for the first 
half of 1958 reached a record-breaking 
$298,600,000, and total business in 
force is expected to pass the $4 billion 
mark. 


Austin Life Managers 


Name Atkinson President 


Austin (Tex.) Life Managers Club 
elected the following officers for the 
coming year: Ben P. Atkinson, Amer- 
ican General Life, president; L. B. 
Herring, Pan-American Life, vice- 
president; Oscar T. Doell, Great Na- 
tional Life, secretary-treasurer. New- 
ly elected directors are Walter Em- 
mert Jr., Prudential, and Robert O. 
Weldon, Southwestern Life. 

Guest speaker was Nash Phillips, 
who spoke on insurance as basis for 
real estate loans. 


Pe 


ee SBF } 
eR at pa 
cx f p 
FL SSIS 


LIFE INSURANCE COMPANY OF IOWA 
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NEWELL C. DAY 


DAVENPORT 





Chosen for this year’s award, Newell C. Day has been 
a company associate since 1919 and a general agent 
since 1925. His agency at Davenport achieved the 
award for excellence in organization, production, av- 
erage size policy and overall operational efficiency. 
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NALU ‘58 Membership 
Should Exceed 78,000 


A survey of local membership com- 
mittees indicates that National Assn. 
of Life Underwriters probably will 
reach its 1958 goal of 78,000 members 
and that a record high will be reported 
at the NALU convention in Dailas in 
September, according to national as- 
sociation headquarters in Washington, 
Dic. 

On June 19, membership had al- 
ready topped 70,000, a figure not 





reached last year until September. 
Based on past experience, 7,000 to 
8,000 more agents can be expected to 
enroll by the Dec. 31 deadline. 

William E. North, New York Life, 
Evanston, IIll., national membership 
chairman, said that he expects the as- 
sociation to report 74,000 members at 
the convention. 


The field force of Indianapolis Life 
‘completed its annual president’s 
month campaign with production that 
exceeded the $9 million goal. 


HieNATIONAL UNDERWRITER 


Pension Plans Scored 
Record Gains In ‘57 


Insured pensions made their greatest 
gains on record during 1957, Institute 
of Life Insurance reports. 

At the start of this year, 23,640 insur- 
ed pension plans were in force in the 
United States, covering 4,860,000 em- 
ployes or associates and having total 
reserves of $14,025,000,000. 

This represented a net gain during 
the year of 2,820 plans, 385,000 in per- 
sons covered and $1,5'75,000,000 in the 





THE MENeFROM MIDLAND MUTUAL 





Chester O. Sullivan, Midland Mutual’s field-minded President. 


‘“‘Our greatest asset...happy, successful field people’’ 





President Chester O. Sullivan defines the basic pur- 
pose of Midland Mutual: 

“Extending the benefits of personal insurance to 
an ever-increasing number of people.” 

Our greatest need in the accomplishment of this 
purpose is an effective, well-trained sales organiza- 
tion. Our greatest asset will always be happy, suc- 
cessful field people — because they do the actual 
work of serving the public through our products. 

Midland Mutual offers rewarding careers in field 
management and underwriting—and provides 
the leadership and support to help field people 
achieve real success. The home office is staffed with 
capable, experienced individuals who are respon- 


sive to the needs and problems of the field force. 

To find out more about the advantages of Midland 
Mutual’s “Helping Hand” philosophy of operation, 
write to Charles E. Sherer, CLU, Vice President and 
Director of Agencies. 
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Security Needs 
Since 1906 
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aggregate reserves back of these plang 
In five years, the number of insure 
plans have risen 70%, the number 0) 
persons covered 43% and the resery 
totals 83%. 3 

The past year’s additions to the rank 
of insured pension plans were some 
what smaller in average size than j 
previous years, enough to result in; 
5% smaller average size of the plans @ 
a whole. A year ago, the average wi) 
215 and at the start of this year 205. 

This trend to smaller groups wa 
especially true of group annuities an 
deposit administration plans which to 
gether account for about 25% of th 
number of insured pension plans, by) 
80% of the persons covered. 


Deposit Plans Show Gain 


The greatest percentage gains in 19} 
were shown in the deposit administra 
tion plans, the type under which a fun) 
is accumulated with the life compan 
for the covered workers as a group an) 
used to purchase an annuity for eac. 
individual upon retirement. There we, 
an increase of 27% in the number ¢) 
persons covered by such plans durin) 
1957 and a rise of 38% in the reserve. 
back of these plans, Since these plan 
have the largest average size—at on 
time more than 1,000 workers and 7 
the start of this year 885—the numhe 
of deposit administration plans in foro 
rose only 440 during 1957. 

The greatest gain in 1957 in numbe 
of plans was in the individual polic 
pension trusts, which rose 1,770 i: 
number to a total of 15,350 or near| 
two-thirds of all insured plans. Thi 
type of plan averages very small, how. 
ever—now 38 workers—and account) 
for only about one-eighth of the tote 
number of persons covered. 


Attorney Gets $175,000 For 


Mo. State Life Accounting 


ST. LOUIS—Jacob M. Lashly, S 
Louis attorney, was allowed a fee 0 
$175,000 as the “reasonable value o 
his service” as special counsel for thi 
Missouri superintendent of insurance) 
during the nine years of litigation in. 
volving the final accounting in the ol 
Missouri State Life. Some. of the stock: 
holders of the old company had ob. 
jected to the final accounting betwee 
General American Life, which took th. 
management of the business after Mis 
souri State had been declared insolven’ 
back in 1933, and the superintendent. © 

In allowing the fee to Mr. Lashly 
the court noted that he had already re 
ceived $50,000 and also had been pait 
$909 in expenses. Three real estate ap 
praisers retained by former Superin 
tendent Owen Jackson and his succes 
sor C. Lawrence Leggett were alloweé) 
a total of $70,000 for their services. The 
judge also noted that the appraiser 
had already been paid $45,000 of the 
$70,000, plus $2,169 in expenses. Funds, 
for the attorneys and appraisers fee 
will come from a $300,000 reserve funt) 
set up for that purpose in the account. 
ing. During the 15 years since Mis: 
souri State Life went into receivershil) 
the liens against its policies plus al) 
interest charges against same were pait 
off in full, while, of course, all death 
claims were also paid in full. Sine 
1933 General American Life has beer 
mutualized. 


Ryan Elected To Head 


Des Moines Life Agents 


J. B. Ryan, manager of Banker 
Life at Des Moines, has been electet 
president of Des Moines Assn. of Life 
Underwriters, succeeding Paul A 
Spennrath of Franklin Life. Other of* 
ficers named include George J. Pflani 
Union Central, 1st vice-president; Bi 
Claire Beward, John Hancock, 2n¢ 
vice-president; and Randall T. Klei§ 
Jr., Prudential, secretary-treasurer. 





July 12, 195% july 12 


, 195i july 12, 1958 


resery, 


le rank 
> some 
than i 
ult in| 
plans @) 
age We 
ir 205. 
pS we 
ties an’ 
hich to 
, of th 
ans, bu 


sin 195 
1inistre 
na fun) 
compan" 
oup an) 
for eat: 
ere we 
mber ¢) 
; durin, 
reserve 
se plan) 
—at on) 
- and 
numbe 
in fore 


numbe 
1 polic 
1,770 it 
r Near; 
is. Thi 
ll, how: 
account; 
he tota 


ivership, 
plus al. 
ere pail 
ll death 
|. Since 
as beet 


d 


Banker: 
electet, 
of Life 

aul Ay 

ther of 
Pflanz, 





* 


J. V. ‘Albrecht (11) 
North Canton, Ohio 


Charles E. Alt (7) 
Norwalk. Ohio 


Grant Anderson. 
Wausau, Wisconsin © 


Harold G. Austingon (6) 


-. Sioux Falls, South Dakota | 


Richard R. Babbitt (2) 
San Diego, California. - 


Corwin K. Barnhart (2) 
Walla Walla, Washing: 
ton 


Seana) T. Beach (2) 
Butler, Pennsylvania 


Carl F. Bockelman (7) 
Napoleon. Ohio’ 


Albert E. Buenzow (4) - 


Sturgeon Bay, Wisconsin 
‘Walter T. Burmeister (5) 


Kansas City, Missouri 


Clarence G. Butts (3) 
Buffalo, New York 


- Carleton G. Case (13) 
: Marion, Ohio 


Eugene L. Christian . 


‘Red Oak, Iowa 


Melvin I. Crumrine (4) 
York, Pennsylvania 


Oliver J. Curfman (6) 
Wadsworth, Ohio 


Lammert H. De Weerth 
(8) 
Bartonville, Illinois 


Eduards Dobelis 
Waverly, lowa 


Otto G. Fellwock 
Milwaukee, Wisconsin 


Albert Felmet, C.L.U. (10) 


Buffalo, New York 


Fargo, North Dakota 
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Virgil ‘H. Folkers, aaaig 
(7) . 
Waverly, lowa 


Fred W. Gamm (2) 
Wauwatosa, Wisconsin 


Fred W. Guinsler 
Newark, Ohio 


Hilbert H. Hantelman (6) 
Me lp rst, > RA. + 





Carl F. Hanusa (6) 
Madison, Wisconsin 


Samuel J. Harke (10) - 


Toledo, Ohio 


E. K. Hasselbring (7) 
Oak Park, Hlinois - 


Ernest L. Hax (5) 


* Victoria, Texas. 


Alvin C. Hayes (3) - 
Columbus. Ohio ~ 


Edwin H. Holmberg % 
Richmond, Michigan’ 


Donald .R. Hopkins 
Bellflower, California 


Front £ Hasemel OF. 


. Cushing, Iowa 


Melvin S. Johnson (2) 
Minneapolis, Minnesota : 


Karl W. Klett (8) 
Milwaukee, Wisconsin 


George Knaphus 
McCallsburg, Iowa 


Donald E. Koehn (4) 
Davenport. lowa 


Leonard C. Kramer (6) 
Sioux City, lowa 


I. B. Krienke: (7) 
Pflugerville, Texas 


M. M. Larson (13) 


‘Proudly Salutes 
“These 1958 National unlit Award Winners 


. Harold C. Ling (5) 
Columbus. Ohio 


: Lotasaie A. Lubben (4) 


Cedar Rapids, Iowa 


Frederick H. Lueck (11). 
. Dayton, Ohio 


G. E. Lueck (2) | 
Denver, Colorado. 


_ Benton Luedecke’ (6) 


Houston, Texas 


Herold J. A; Lueders (9) 
Harper Woods, Michigan 


Gladys H. Marten (11) 
Manson, Iqwa 


Robert ‘C. Meyer (3) 
Watseka, Illinois * 


Eric W. Moerbe 


‘Brenham, Texas - 


; Jerry J. Moerbe 
_ El Campo, ‘Texas 


Martin ‘A. Moerbe wm 
Joliet, Mlinois 


‘Clarence A. Norcross (2) 


Portland, Oregon 


Gertrude. Nybakken (3) 


Solon, Iowa — 


Alta L. Obermueller 
Hufsmith, Texas 


John H. Oltmann (3) 


‘ Davenport, lowa 


Herbert A. Oster (7) 
Aberdeen, South Dakota 


Harold A. Palmer (4) 
Erie, Pennsylvania . 


John M. Park (9) 
Peoria, Illinois. 


Dietrich E. Peters (4) 
Spokane, Washington 


Albert C. Printz (3) 
Canton, Ohio . 


an 


OMPANY 


pees C. Rausch (6) 
Waterloo, Iowa © 


Kenneth E. Renken 
Algona, Iowa 

Ben H. Ritter, Jr. (7) - 
Minneapolis, Minnesota 
Howard F. Ritter (6) 
Minneapolis, Minnesota 
Vernon L. Schrader (3): 
Elgin, Illinois 

Erwin G. Schrank 
Dallas, Texas 


Elwin H. Schubbe (5): 
Springfield. Minnesota 


Victor. W. Schulz. (6) 


Sheldon, Iowa 
Ellsworth H. Shields (6) - 


Milwaukee, Wisconsin 


George H. Sieischott (7) 
St. Marys. Ohio 


Harold E. Struckmann (3) 
Rochester, Minnesota 


. George W. Thiemann (2) 


Glen Ellyn, Illinois 


Harold T. Voigt. (2) ° 
Mt. Prospect, Illinois 


Arthur W. Winkelhake. 
C.L.U. (7) 
Talmage. Nebraska 


( ) Figure indicates num- 
ber of years award has 
been won. 
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Companion Life 
Promotes Boddiger 


George C. Boddiger has been named 
director, vice-president and general 
manager of Com- 
panion Life of New 
York, an affiliate 
of Mutual Benefit 
H.&A. Walter 


Martineau, who is 
recovering from a 
serious illness, will 
continue as execu- 
tive vice-president 
in charge of group 
insurance. 

Mr. Boddiger, 
who has served as 
assistant vice- 
president of United Benefit Life, will 
continue as assistant treasurer of Mu- 
tual Benefit H.&A. He has been in the 
insurance field for nearly 20 years, 
and before joining the Omaha compa- 
nies in 1952 was assistant secretary 
of Life Office Management Assn. 


Maccabees Has Progression Option 
Maccabees now has available a pro- 





G. C. Boddiger 


gression option rider which guaran- 
tees the purchase of additional life 
insurance progressively every three 
years from age 25 to 40 without hav- 
ing to take another physical examina- 
tion. For an extra premium this option 
may be attached as a rider to a new 
basic certificate. 


Wisconsin Life Leaders 


Meet At Manitowish Waters 


Wisconsin Life held its 1958 leaders’ 
conference at Manitowish Waters, 
Wis., the last week in June with 107 
representatives and wives in attend- 
ance. President Gordon D. Adams, 
made four important presentations— 
the president’s effectiveness plaque and 
the president’s production plaque went 
to the Eau Claire agency. A special 
award for outstanding production was 
received by Elmer A. Garey, Madison 
general agent. Paul E. Rasmussen, Eau 
Claire, received “The Man of the Year” 
award for the third consecutive year. 

Wisconsin Life’s new “family estate 
plan,” insuring all members of a 
family under one policy, and the new 
“check-o-matic” premium paying plan 
for policyowners were announced. 

Mr. Adams stated that 1958 sales 
and insurance in force records are at 
an all-time high. 
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H. P. SKOGLUND, President 





FISHIN’ 


J 
HELP in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 


Ever stop at a new lake to try your angling 
skill? I have many times. If you do, chances are 
the first thing you’ll ask one of the natives is 
whether the fish are biting. Nine times out of 
ten he’ll reply, ‘‘They’ve been catching them 
off the point.’’ The question is—which point? It 
seems every lake is loaded with ‘‘points’’ and 
it takes real luck to pick the one they’re ‘‘catch- 
ing ’em off of.’’ Another answer you'll get, if 
you come back off the lake empty-handed is, 
‘you should have been here last week. They 
were jumping in the boats.”’ 


Sometimes I think the “off the point” and “last 


nationally in Nalac 
markets. : 
It’s one way Nalac s 
CONFIDENT LIVING 
approach is working to 
assure CONFIDENT 
SELLING for its men. 
Complete portfolio of 
Life and S&A. Ask for 
Brochure BO-321. 





















* Exclusive North American 
service mark 





Over 
$Y, Billion of 
Life Insurance 
in Force. 


week” phrases were first spoken by the Sioux 
Indians to Father Hennepin, and have been handed 


down by every generation since. Nevertheless, bad 
luck or good, there’s something wonderfully re- 
laxing about fishing. Getting out on a lake at dawn 
is sure great for relieving the mind of worldly 
worries. Makes you wish you didn’t have to go 
back to work come Monday morning. 









Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 





Well, some day the time when you don’t have 
to go back to work will arrive. And the time to 
start planning for that day is now, by setting 
aside money for your retirement. One of the 

methods is with North American Lifeand 


patel: 





any’s lifetim, 

















Hamilton, Ontario 





H. P.Skoglund— President 


NORTH AMERICAN INSURES CONFIDENT LIVING 


NORTH AMERICAN 
Life and Ca sualty Company 


J.E.Scholefield, CLU—Vice President, Director of Agencies 
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Nine New Members 
Admitted To ALC 


Nine life insurance companies have 
been admitted to membership in 
American Life Convention, the largest 
number admitted at one time in many 
years. Total membership of ALC now 
stands at 271 member companies in 
44 states, the District of Columbia and 
three provinces of Canada. The con- 
vention is the largest international 
organization of legal reserve compa- 
nies, with members responsible for 
over 96% of the life insurance in force 
in the United States. 

The new member companies are: 
First Life, Fort Worth; First Pyramid 
Life, Little Rock; Globe Life, Chicago; 
Independent Life & Accident, Jack- 
sonville; Investors Syndicate Life In- 
surance & Annuity, Minneapolis; 
Praetorian Mutual Life, Dallas; South 
Coast Life, Houston; Southern Life of 
Georgia, Atlanta; and Unity Mutual 
Life of New York, Syracuse. 


Berkshire Life Offers 


Policy Liberalizations 


Berkshire Life has made _ several 
policy liberalizations, effective July 1. 

In addition to eight major settle- 
ment options, a primary beneficiary 
may now elect any option at any time 
at contract rates. This right may be 
exercised by either the insured or 
primary beneficiary if insured has 
made no election. 

Another liberalization for benefici- 
aries allows repayment of policy loans 
in any amount, thus permitting bene- 
ficiaries to obtain the most favorable 
interest and guaranteed income rates. 
Berkshire currently pays 3.25% on 
funds left at interest with the company. 

Also, Berkshire will pay 24%% in- 
terest on lump sum proceeds from 
date of death for a maximum period 
of 60 days. 


Davenport GAMA Names 
J. R. Martin New Head 


Davenport (Ia.) General Agents & 
Managers Assn. at their last meeting 
of the year elected the following new 
officers: J. R. Martin, manager Bank- 
ers Life of Iowa, president; James 
Cardwell, general agent Massachusetts 
Mutual, vice-president; Thomas. E. 
Mullin, manager Union Central, sec- 
retary-treasurer; L. P. Kruzick, gen- 
eral agent General American, chair- 
man; and S. G. Rickard, manager 
Metropolitan, and Abe Cohen, manag- 
er Sun Life of Canada, board mem- 
bers. 


LIAMA Has New Agent 


Development Program 


A newly revised and improved 
Agent Development Program has just 
been published by LIAMA. 

The revised edition was written to 
reflect two years’ experience and use 
in the field. As a result, it includes 
five new texts and substantial revi- 
sions of two other texts. Several of the 
former texts have been dropped from 
the program and all of the trainer’s 
memos and agent training units have 
been rewritten to conform to a revised 
format. 

The Agent Development Program 
offers opportunities for a combination 
of training and supervision built on 
LIAMA’s K-A-S-H formula—knowl- 
edge, attitude, skills, habits. 


Eiber Has Housewarming 
Bernard Eiber, for many years a 


partner in the Bergen-Eiber Agency 
of Mutual Trust Life in Brooklyn, was 
host at two house warmings in con- 
nection with opening of his law office 
in Manhattan for the practice of insur- 
ance law. One party was for life 
friends, the other for lav-vers. 
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Joe B. Hunt Headed 
For Second Term 


Joe B. Hunt, insurance commission- 
er, was the winner in each and every 


one of Oklahoma’s 77 counties in the : 
primary election, leading the Demc- © 
cratic ticket and garnering approxi- © 


mately 250,000 votes. 

This means Mr. Hunt will be elected 
to his second term. He is a popular, 
lively and enthusiastic commissioner, 
with a flair for politics. 

In typical Huntian fashion, a press 
release announcing his victory de- 
scribed it as “an endorsement of his 
record of lowering the boom on phony 
insurance stock promotions—uncover- 
ing insurance tax frauds—breaking up 
old age pension insurance rackets—giv- 
ing the state of Oklahoma a profit in 
excess of $32 million from the opera- 
tions of his office.” 


Dayton Life Assn. Honors 


Grundy With Trophy Award | 


Walter H. Grundy, long-time secre- 
tary-treasurer of Dayton Assn. of Life 
Underwriters, was honored at a recent 
meeting of the association as the first 
recipient of the H. E. Whalen Sr. 
trophy. This was donated by Herbert 
E. Whalen Jr., general agent, North- 





+ 


Waiter H. Grundy, 


left, receiving 
Whelan trophy from Clare G. Sharkey 
Jr. at Dayton. 


western Mutual Life, in honor of his 


company, and now general 


contribution during the year for the 


benefit and to the advancement of the © 
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father, veteran general agent of the © — 


agent © 
emeritus. The trophy is to be awarded | 
each year to the member of the asso- © 


life insurance industry and the asso- | 


ciation. 
The trophy was presented to Mr. 


tional committeeman. 


Peoples Life Of D.C. Files 
With SEC For Stock Sale 


Peoples Life of Washington, D.C. te poaso 


has filed a statement with the SEC 
seeking registration of 41,823 outstand- 
ing shares of its $5 par common stock, 
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to be offered for sale to stockholders at © 
$42.25 per share. The shares may be © 


purchased by 
Assn. of Securities Dealers at $1.25 
per share discount. 


Concord Assn. Elects 


Concord (N.H.) Life Underwriters 
Assn. at its last meeting until fall 
elected as president Harold M. Farrar, 
State Mutual. Other officers are vice- 
president, Robert M. Gourley, National 
Life of Vermont and secretary-treas- 
urer, Kenneth Jameson, Metropolitan 
Life. 
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Intelligent Approach 
Is Key To Successful 
Selling: MacDonald 


The really top-notch producer knows 
that there is no such thing as hard 
and soft sell and that the big difference 
between a successful agent and an 
also-ran is mostly a matter of “intelli- 
gent sell” versus “stupid sell.” 

This was the appraisal passed on to 
agents by Roy A. MacDonald, manag- 
ing director of Life Office Management 
Assn., in his talk, “Selling for Success,” 
at the annual convention of Interna- 
tional Assn. of A&H Underwriters. 

“Does hard sell mean more high 
pressure?” Mr. MacDonald asked. “If 
so, I am against it as a broad operating 


principle, because there are lots of 


people I know who shrink from and 
abhor high pressure from a salesman. 
The agent might just as well save his 
time and breath.” 

Given an acceptable personality, a 
pressed suit and clean fingernails, an 
agent can become successful, said Mr. 
MacDonald, if he realizes two things: 
that everyone wants to be liked, ap- 
preciated and helped, and that sales- 
manship is an idea business. 


Agent Must Have Understanding 
The successful agent, Mr. MacDon- 


ald pointed out, has a human under- 
standing of what the transaction he 


| proposes can mean to the prospect, and 


he has ideas, or he knows where to 
get them. 

He is not the high-pressure confi- 
dence man who can sell refrigerators 
to Eskimos, but rather the man who 
understands how the American house- 
wife can benefit from having a 
refrigerator, and can then come up 
with the bright idea that will convince 
her to buy. 

In an era of mass production, mass 
distribution, mass sales and mass en- 
tertainment, there is still a serious 
need for the agent who recognizes the 
fact that people are still individual 
personalities, with needs and thoughts 
peculiarly their own, he said. 

Mr. MacDonald also challenged the 
insurance business cliche, “Thin soles 


' make fat order books.” Without dis- 
- counting the necessity of repeated 


client contact, he suggested that the 


/ quality of contacts was still more 
_ important than quantity. Once the 


agent has made an “intelligent sell” 


_ to a man of whom he has made a 
_ friend, and who looks to the agent for 
_ ideas, pavement-pounding is minimiz- 
_ ed because competitors will be mental- 


ly blocked out of the prospects’ minds. 


Good Ideas Not Enough 


ideas, alone, are not 
MacDonald said. Com- 


But good 
enough, Mr. 


_ munication of those ideas is also of 


vital importance. 

“Have you ever stopped to analyze 
the reason why you missed that sale 
you thought you had in the bag?” Mr. 
MacDonald asked the agents. ‘Was 
there a failure of communication be- 


> _ tween you and the prospect? Did you 


get across that idea you had just for 


_ him, or did it go sailing right over his 


head and out of the window? Because 
he nodded his head as if he understood 


' is not conclusive proof that he did 





| understand. A lot of people hate to 


admit that they don’t understand 
something; they just nod as if it were 
all clear as crystal.” 

A common failure among agents 
who have made friends of clients, he 
said, is that they tend to fall into 
“insurance language” instead of “pro- 
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spect’s’ language,” with the resultant 


loss of understanding and, in turn, 
sales. 

The success of any business, and 
insurance is no excepiion, depends 


largely on repeat sales, Mr. MacDonald 
reminded his listeners. And repeat 
sales, he noted, depend largely on the 
following points: honest value given 
on the original sale; the sincerity with 
which the salesman thought of his 
prospect’s interests; the integrity of 
the company in seeing that its agent’s 
promises and pledges are lived up to 
when a claim is filed and the follow- 
through by the agent to make sure the 
policyholder is satisfied that his insur- 


ance needs are being met as_ his 
position in life improves. 
Mr. MacDonald _ suggested that 


agents periodically take inventory of 
themselves, especially when temporary 
business downturns make them won- 
der whether A&H selling is for them. 

Looking at the positive side of what 
A&H selling can mean to the success- 
ful agent, Mr. MacDonald told his 
audience, “If you think A&H insurance 
provides a real opportunity for you 
financially, you are right, and it will 
pay you well above the average income 
in your community. If you think that 
for every prospect you see, you have 
one of the most important messages 
that will be brought to that home this 
year, you are right, and the public 
will have the same feeling. If you feel 
that in your selling career, you can 
play an important part in making the 
burden of protracted illness or a ma- 
jor accident easier for that family 
down the street to bear, you are right, 
and you will get satisfaction from 
your work that few people ever get 
from the’r jobs.” 


OASI Handling Found 
‘Sound And Vigorous’ 
By Hohaus Group 


A committee of business executives, 
headed by Reinhard A. Hohaus, vice- 
president and chief actuary of Metro- 
politan Life, has reported that the Bu- 
reau of Old Age and Survivors’ In- 
surance “is carrying out its mission in 
a sound and vigorous manner.” 

The committee, at the request of Sec- 
retary Folsom of the Health, Education 
& Welfare Department, has been study- 
ing the OASI operation for the last 
year. The committee pointed out that 
OASI has pioneered in the use of auto- 
matic machine methods of processing 
clerical work. The committee suggested 
that OASI be authorized to finance fur- 
ther research and development of elec- 
tronic devices and other special equip- 
ment. This would assure obtaining 
equipment designed for the bureau’s 
specific purposes years ahead of the 
time that such equipment might evolve 
in the natural course of events. 

In “probably the largest paper-work 
operation in existence,” the bureau 





Celebrates 10th Year 


Midwestern United Life 


Midwestern United Life’s paid-for 
business for 1958 to date is 12% ahead 
of the same period last year. The com- 
pany, with more than $200 million 
insurance in force after less than 10 
years’ operation, will have a 10th 
anniversary leaders’ celebration at 
French Lick, Ind., in August. 
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has set up accounts for more than 126 
million workers, posts some 260 mil- 
ion earnings items to these accounts 
each year, is processing currently more 
than 3 million new claims for benefits, 
and is paying monthly benefits to more 
than 11 million persons at the rate of 
more than $8 billion a year. 

The 7-man committee also includes 
Joseph M. Savage, Prudential’s direc- 
tor of planning and research. 


gC. SC. And Tenn. 


Life Companies To Merge 

Family Security Life of Spartan- 
burg, S. C., Allied Life of Charlotte, 
N. C., and Tennessee Life & Service 
of Knoxville are to be merged into a 
combined company titled Allied Secu- 
rity Ins. Co. of Spartanburg with 
executive offices at Charlotte. 

The effective date is July 15, and 
the new company will have assets of 
more than $2 million and insurance in 
force of more than $40 million. Its 
operations will be in North and South 
Carolina and Tennessee. 

Family Security was founded by 
South Carolina funeral directors in 
1948; Allied Life was started by fu- 
neral directors in North Carolina in 
1953, and Tennessee Life & Service 
was formed in 1950. 

Charles Honig, president of Family 
Security, will head the new company, 
with J. R. Bryant, president of Al- 
lied Life, as chairman, and Wayne 
Parkey, president of Tennessee Life 
& Service, as a member of the board. 

This is the first three-way merger 
of life companies in the history of 
South Carolina, North Carolina and 
Tennessee. 

Pacific National Life’s $500,000 
four-level parking structure will be 
opened for business August 1. 
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In its symbolism is every tenet 
upon which our business is built. 


; Symbol of the Dreams of Man 


The Sower has been a symbol of the dreams of man since 
the beginning of recorded history. The pioneer spirit 
reflected in the Sower evolves from dreams of conquering 
the wilderness... the new frontiers of land, sea, air... 


Life insurance has helped man fulfill his dreams by 
providing the confidence which has enabled him to pioneer 
in new fields without sacrificing the security and future of 


BANKERS LIFE OF NEBRASKA 


LINCOLN 
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Propose Blue Cross 
‘Jeductible In Pa. 


A $50 deductible Blue Cross policy 
yas proposed at a conference of hos- 
pital administrators at Harrisburg, Pa., 
to reduce alleged over-use of existing 
policies. 

Capital Hospital Service which 
serves central Pennsylvania, sponsored 
the meeting in an attempt to find ways 
of keeping costs down. The service was 
recently granted a 19.5% rate increase 
after it sought a boost of 28.8% and 


FeNATIGNAL UNDERWRITER 


was advised by the insurance com- 
missioner to study ways and means 
of cutting costs. 

Bernard Greenburg, head of United 
Steelworkers state welfare services, 
charged that medical men have an ir- 
responsible attitude toward the hos- 
pitalization plan. He said that nothing 
can be done without the cooperation 
of the physicians involved, and pre- 
dicted that federal socialization of hos- 
pitals might be necessary if private 
operating costs continue to climb. 


Commissioner Smith agreed that 


socialization would follow failure of 
the Blue Cross system, but said he 
regarded the prospect as far worse 
than the present system. 

A state commission to study hospitais 
and to evaluate Blue Cross in con- 
nection therewith will shortly be 
named by Gov. Leader. 


The compulsory cash sickness bill 
in the Massachusetts legislature has 
been defeated in the house. The bill 
would have set up a state operated 
fund. 





JAMES B. O'BRIEN, JR. became an Agent in 1946 for his father, who was then General Agent in Albany for the Berkshire Life Insurance 
Company. He was made Agency Supervisor in 1949, and upon his father’s retirement in 1951 succeeded him as General Agent. 





... actually, a lot more important to your professional 


success than it is to your social life.” 


“T guess you mean that my chances of success are better 
if I go with one company than they would be if I went with 


another.” 


“Exactly. You want a company soundly managed and widely 
known for its interest in providing quality service for its 
policyowners. You want a company equipped to train you in 
the latest sales methods, using the most modern techniques, 
such as Berkshire’s new “Cinematic Learning”, an industry- 
first film training program. This kind of training will make 
you more valuable to the company, and to policyowners as 
well. That should be most important to you—a company 


md Waromcoyestercnenv 
you keep 
is Important... 


genuinely interested in your personal long-range success, 
not just in hiring you for a fling at selling.” 


“That sounds like good advice.” 


“You bet it is, and Berkshire Life is 100% that kind of com- 
pany. That’s why I’m convinced that today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 











PITTSFIELD, MASS. * AMUTUAL COMPANY *¢ 1851 





July 12, 195¢guly 12. 1 


High Pressure SalesmanjDo Ag 
Needed, IAAHU Told ood 


America’s high standard of living ig 
related to high pressure, Sig Stottrup Of The 
district manager for Mutual Benefif wASHI 
H.&A. in Decatur, Ill., told the annualjjfe insu 
convention of International Assn. Oj{/gay’s wo 
A&H Underwriters. “We are living themselv« 
under high pressure and it takes pres.) whelming 
sure on the part of the salesman to gef Twenty 
through to the prospect,” he said. while 12 
There is a tremendous need for ef. agents po 
fective selling at this time, Mr. Stottrup of memb«s 
stated, and noted that experts figure ypderwri 
the public has $300 billion in savings associatic 
that could be spent for insurance. (quiry anc 
“The canned sales presentation iy Jyly issue 
dangerous in the hands of the begin. Here a 
ner,” he said. “What you don’t know of those 
won’t hurt you, is the old adage. But @ goes put i 
more modern interpretation is thati “The | 
will kill you—at least it will kill yow creases « 
sale. Until the agent has learned how ty that agen 
use the sales tract, it is a dangerow. “Most 
weapon. In one way, if a sales presen. harder to 
tation works, it is obsolete. Once it is egme tha 
mastered, there must be continual im: power to 


provement.” * War II.” 
Prepared Sales Talk Best Tool F Among 
think the 


Mr. Stottup said a good prepared 
sales talk, well-mastered is the “aa =. 
effective tool to build sales pressures) your ow 
and he described the technique of send-) hard mar 
ing an empty envelope, marked urgent) «To9 
to a prospect. Follow up in a day withé owners; 1 
telephone call and ask if the letter ha: ccuakcs” tk 
been received. The prospect says yes The m: 
but there was nothing in it. Answer plies, con 
this is exactly what you would be able “A suk 
to send the man if he were disabled by agree tha 
an accident or illness, because he is not) enough t 
insured with you. ‘selling jc 

Noting that today almost everyone are atten 
has built-in resistances, he said it is é ets and p 
serious mistake on the part of the 
salesman to over-dignify objection: == 
and resistances. The prospect, when he 
offers them, doesn’t really know 
whether they are valid; consequently, 
the salesman, by giving too much at- 
tention to them, can build them into 2) 
real roadblock against the sale. ‘ 

In conclusion, Mr. Stottrup urged all’ 
agents to take advantage of the various’ 
lists available—policyowner’s lists, 
claim payment lists. Before people buy, 
they like to know that the proposition 
you are offering has actually worked) 
and that other people have thought 
enough of it to buy it, he said. | 








Southern Equitable Buys 
General Life Of Arkansas 


LITTLE ROCK—Controlling inter-, 
est of General Life of Arkansas hav! 
been purchased by Southern Equitable) 
Life of Little Rock. More than 51% of) q 
General Life common stock, which wasl 
owned by General Insurance Invest-) 
ment Co., a Texas Corporation, was) 
acquired by Southern Equitable. On 
Jan. 1, 1958, General Life had $18, 
406,036 of insurance in force in some 
3,153 contracts. In 1957, life premiums, 
amounted to $270,217 while A&S pre-’ 
miums were $487,661. General Life was’ 
organized and began business Oct. 11, 
1955, its entry being accompanied by. 
a statewide public stock sale through 
newspaper, TV, and radio advertising, 
with the stock reportedly being sold tc 
the public at $15 per share. 


New Family Plans Offered By 
Aid Association For Lutherans ; 

Aid Association for Lutherans has 3) 
series of “Personalized Family Life 
Plans” offering individual certificates 
to each family member. A personalizeé 
family plan can be built around insur- 
ance the family presently owns. Flex- 
ibility as to type and amount oO 
insurance is maintained through the 
individual certificates. 
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maniDo Agents Put In A 
d iGood Day’s Work? 68% 
vie, Of Them Think Not 


ottrup 
Benefig WASHINGTON—Does the average 
annualjife insurance agent put in a good 
ssn. Ol day’s work? A new poll of agents 
living themselves discloses that an _ over- 
S pres-) whelming 68% believe not. 
; to gel Twenty percent answered “yes,” 
id. while 12% said “maybe.” The 200 
for ef. agents polled represent a cross section 
tottrup of members of National Assn. of Life 
figure ynderwriters, whose magazine “Life 
savings Association News” conducted the in- 
ce. ‘quiry and published the results in its 
‘tion is July issue. 
begin, Here are representative comments 
know of those who said the average agent 
. Butz does put in a solid day’s work: 
that i “The fact that our business in- 
ll you creases each year indicates clearly 
how ty that agents are working.” 
gerou’ “Most agents I know are working 
resen- harder today in order to make an in- 
e it is come that’s comparable in purchasing 
al im: power to that earned prior to World 
| War II.” 
_ Among comments from those who 
_think the agent does not work hard 
eparet enough were these: 
> most; “J’m one of the guilty ones. Being 
Ssures) your own boss and self-starter gets 
f send) hard many times. It takes discipline.” 
irgent! “Too much chit-chat with policy 
withé owners; too many ‘five-minute coffee 
er has breaks’ that take a half hour.” 
7S yes, The magazine, in analyzing the re- 
NSWer plies, commented: 
e able “A substantial 20% of respondents 
led by agree that agents today are putting in 
1S Nol) enough time to do the right kind of 
‘selling job. They believe that agents 
eryone’ are attending to the needs of all mark- 


: “/ ets and providing the skilled, efficient 
») e 
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State Mutual HO 
Services Revamped, 
Group Sales Zoned 


State Mutual will organize a home 
office services branch in the admin- 
istration division effective July 14, 


| 


and is adopting a zone system for | 
supervision of its 23 group sales of- | 


fices. 

Melvin E. Wilson, senior planning 
analyst in the office of planning and 
research, will direct home office serv- 
ices. 

Donald C. Day, assistant manager of 
the group sales department, has been 
appointed superintendent of group 
sales and will head one of the three 
zones created under the new system. 

Bruce Avedon and Paul J. Foley, 
who have been named assistant plan- 
ning directors of the office of planning 


and research, and Bruce C. Martin, | 
assistant manager of the group per- | 


manent and pension department, have 


been elected officers of State Mutual. 








life insurance service needed in our 
society. 


“Proof for these contentions: While | 


other businesses slump, the life in- 


surance business goes on to new sales | 


records.” 
Results of the survey will be dis- 


cussed during the NALU annual con- | 


vention in Dallas Sept. 7-12. 


Lafayette Assn. Elects Garrett 


Life Underwriters Assn. of Lafayette | 


(Ind.) has elected Robert K. Garrett 
president; William W. Heath vice- 
president; Ernest W. Ray Jr. secretary- 
treasurer; Robert Davies assistant 
secretary-treasurer, and Wayne Burd 
state committeeman. 
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INVESTMENT 
RECORD 


For more than 20 
years, Jefferson 
Standard has main- 
tained a position of 
leadership in its rate 
of earnings on invest- 
ed assets. Last year 
our net earned inter- 
est rate was 4.98% 


Represents The Jefferson Standard 


> 


efferson Ntandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
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When the announcement was made that our Company became 
an Old Line Legal Reserve Company, we were deluged with 
good wishes for success by scores of our friends in the business. 
This warm welcome has meant a great deal to us in rededicating 
ourselves to the all-important task of serving the insurance- 


buying public as we know they should be served. 


We are proud of the new area we have entered. We say “the 
climate is good” and we will strive to merit the good will of 


our contemporaries. 


opportunities for career underwriters 


AGENTS — MANAGERS — SUPERVISORS 


If you are interested in hearing about the 
plans of an old, established life company with 
“voung ideas” for the future, contact T. H. 
Penton, Vice President and Agency Director. 







OLD LINE LEGAL RESERVE 


INSURANCE COMPANY 
Dallas, Texas 


J. M. MOTTLEY, President e ANTON E. HILL, Secretary-Treasurer 


FieNATIONAL UNDERWRITER 


Home Office Changes 


Employers Life 

John J. Keenen has been appointed 
director of agencies of Employers Life, 
the newly formed affiliate of Employ- 
ers group of fire and casualty com- 
panies. He was with Prudential as 
assistant manager at New York until 
1956, when he joined Security-Con- 
necticut Life as assistant superintend- 
ent of agencies. He was superintend- 


ent of agencies and assistant secre- 
tary there when he joined Employers 
Life. 


State Mutual 


State Mutual has appointed Alfred 
P. Morrissey superintendent of group 
sales. He entered the insurance field 
with Paul Revere Life in 1949, and 


joined New York Life in 1951 as group 
representative in the southeast. In 
1955 he was appointed regional sales 
manager for Provident Life & Acci- 
dent. 


Jefferson Standard Life 


Jefferson Standard Life has ap- 
pointed R. Bain Alexander as chief 
underwriter, G. L. Swaim as assistant 
chief underwriter, Robert C. Anderson 
as senior underwriter and Thomas A. 
Spraker as building manager in the 
real estate department. Mr. Alexander 
has been assistant chief underwriter 
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Ever do business from a “Country Club”? Then, next time you go to Chicago, stay 
at the fabulous Edgewater Beach. You can really enjoy your off-business hours 
here... relaxing in the outdoor pool... stepping through a fast set of tennis... 
sipping a julep at the Cabana Club. . . having the time of your life. Only 15 minutes 
by the hotel’s private bus from the Loop — at Chicago’s smartest North Shore 
address. And, if you like to entertain, at the Edgewater Beach you can go “round 
the world on a plate” enjoying the specialties of five restaurants, dance under the 
stars, or applaud Broadway hits in the hotel’s famous Summer Theatre. For all 
these reasons, every summer more and more men and women gain vacation days on 
business trips by enjoying the Edgewater Beach. Why not join them on your next 


trip to Chicago? You'll like it! 


Write for a free booklet, “‘Exciting Adventures in Chicago” 
... or better yet, make your reservations now. 


THE EDGEWATER BEACH HOTEL ° Chicago, I/linois 


business trips 
are extra vacations 
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retiring. Messrs. Swaim and Anders 
have been administrative speciali, 
in the underwriting division of th 
new business department. Mr. Sprak 
has been acting building manage 


United Benefit Life 


John J. Tracy 
has been named 
assistant vice- 
president for 
agency adminis- 
tration. He has 
been with the 
company since 
1945, was manager 
of the Colorado 
division for two 
years and has been 
executive secre- 
tary of the com- 


and will succeed D. J. Tribble ce 








pany’s committee 

on sales and agen- J. J. Tracy 
cy management 

since 1956. 

Mutual Of New York 


Mutual of New York has appoint 
John W. Knittle director of speci 
projects and Mrs. Eunice C. Bush 
J. Richard Clarke have been appoint 
to the sales department staff for 
program of managerial training. M 
Knittle joined Mutual in 1946 asj 
planning assistant and became assis 
tant director of planning in 1955. 
is a vice-chairman and secretary 
the LOMA eastern planning commnij 
tee. 

Mrs. Bush has been with Mutu 
since 1931 and became assistant man 
ager at Baton Rouge in 1945. She} 
committee member and former trus 
of NALU, past-president of Ba 
Rouge Life Underwriters Assn. a 
life and qualifying member of t 
Million Dollar Round Table. Mr. Clar 
joined Mutual in 1952 at Boise an 
became assistant manager at Id 
Falls in 1957. 


American Progressive Health 


American Pro- 
gressive Health of 
Mount Vernon, N. 
Y., has appointed 
Richard W. Ells- 
worth superin- 
tend of agencies. 
He has been su- 
perintendent of 
agencies for 
Northeastern Life, 
supervisor of field 
service for Ameri- 
can Bankers Life 
of Miami, and 
agency assistant 
for Security Mu- 
tual of New York. 





R. W. Ellsworth 


New England Life : 


oe 
New England Life has appoint 
Bert van Uitert as marketing resea 


manager. He joined Prudential in 1 
as assistant research analyst 
remained in insurance until 195 


when he became market analyst ft 
B. F. Goodrich Co. in Akron. 


Pacific Mutual i 


Robert S. Yoder has been a 


ihe 


senior actuarial assistant, responsibl’ 
for coordinating actuarial procedure 
with electronic data processing meth 
ods. He was formerly an _ accoun 
executive with Nyhart Inc., Indiané 
polis. 


Bankers Life Of Nebraska 


T. Robert Morin has joined tf 
agency staff as assistant in the educé 
tion and training division. He hé 
been with Equitable Society at Om 
for eight years. 3 

Republic National Life has_ beé 
licensed in Puerto Rico and Candié 
Jimenez is general agent in the tert 
tory. He has been in the life busine 
since 1954, 
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Relative Value Scale 
Helps Keep Medical 
Fees Reasonable: Day 


One of the best approaches to the 
serious problem of keeping medical 
fees reasonable 
despite the exist- 
ence of insurance 
coverage is the 
“Relative Value 
Schedule” adopted 
by the council of 
California Medical 
Assn. two years 
ago, according to 
J. Edward Day, 
vice-president in 
charge of western 
operations of Pru- 
dential. Mr. Day 
gave his views at the recent annual 
meeting of International Assn. of A&H 
Underwriters. 

In this publication, said Mr. Day, 
the relative value standards for fees 
are expressed in units rather than 
dollars. Any sum may be assigned to a 
unit, but five to six dollars appears to 
be a general working figure in south- 
ern California. 


Schedule Is Realistic 


“The ‘Relative Value Schedule’ is 
realistic,” he said. “It was prepared 
by physicians after three years’ inten- 
sive study. Perhaps a similar type of 
schedule can be developed for hospital 
services.” 

Mr. Day pointed out that in order to 
function, insurance eompanies must 
predict premiums with the reasonable 
expectation that they will be adequate 
to pay claims. Generally speaking, the 
premiums collected from each geo- 
graphical area should cover the claims 
and expenses incurred in that area. 

“The attitude of thoughtful insur- 
ance leaders has been well expressed 
in a report issued by the joint com- 
mittee on health insurance. This group 
pointed out that when charges for 
medical services are based upon ability 
to pay, the practice of considering that 
insurance increases the patient’s abil- 
ity to pay can interfere seriously with 
the effectiveness of insurance. 

“The objective, from the viewpoint 
of permitting insurance to work most 
effectively, is the determination of 
charges and need for services without 
regard for the existence of insurance. 
If this is done, insurance contracts 
without specific schedules of payments 
can be written successfully. This can 
permit reasonable insurance of what- 
ever services prove necessary and 
avoid the discontent on the part of 
individuals whose insurance covers 
but a part of the bill.” 


General Increase Is The Problem 


Mr. Day observed that while insur- 
ers are occasionally faced with indivi- 
dual cases where medical fees are 
extremely high, the real problem lies 
in a general across-the-board increase 
in fees for medical and surgical pro- 
cedures at a rate far more rapid than 
that of the general cost of living—‘‘and 
there is indication that those who are 
insured may be encouraging the situ- 
ation.” 

Mr. Day pointed out that from the 
beginning the insurance industry has 
promised insured the freedom to select 
doctors. In line with this there has 
been no attempt by the companies 
writing major medical to establish 
fees. The companies only ask of the 
doctors that they prescribe the same 
kind and amount of services and make 





J. Edward Day 
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the same charges for insured patients 
that they would if the same indivi- 
duals had no insurance. The Los 
Angeles County Medical Assn. through 
its insurance study committee, and 
other medical associations through 
their fee complaint committees have 
made aé_e great contribution toward 
achieving this objective, he said. 

“By the same token,” he said, ‘‘the 
companies ask of hospitals that they 
make the same charges to persons 
having insurance that they make to 
those without it and that they make 
to persons covered by hospital service 
plans. Such a uniform pricing policy 
will assure the continued existence of 
insurance company coverage of hospi- 
tal expenses.” 


Columbus Agents Elect 


J. E. Fusco President 


Columbus (O.) Life Underwriters 
Assn. has elected James E. Fusco, 
Midland Mutual Life, president, suc- 
ceeding Samuel T. Selby, Equitable So- 
ciety. John V. Johnson, broker, was 
named vice-president; Sam A. Chick- 
erella, Prudential, secretary, and Hugh 
Hadley, broker, treasurer. C. Nelson 
Black, Phoenix Mutual, was reelected 
state committeeman; Emmett Mi£ill- 
holland, national committeeman. Trus- 
tees are: Wallace D. Abbey, New 
York Life; Donald L. Grafmiller, 
Aetna Life group; and Lewis J. Lem- 
ley, Ohio State Life. Ellen Leitnaker, 
Bankers Life of Iowa, was reelected 
assistant secretary-treasurer. 


Neb. Insurance Institute 


Names Luedtke President 


William M. Luedtke, supervisor of 
life underwriting World Insurance, 
has been elected president of Insur- 
ance Institute of Nebraska for the 
coming year. He succeeds Don F. 
Huffman of Security Mutual Life. 
Russell T. Derr, assistant treasurer of 
Union National Life, has been elected 
secretary-treasurer. 

At the institute’s final business 
meeting of the year, Clarence W. Tow, 
vice-president and economist in charge 
of research for the seventh federal 
reserve district, spoke on the organiza- 
tion and monetary function of the 
federal reserve system. 


Albany GAs Elect 


Albany General Agents & Managers 
Assn. elected Clifford W. McKen- 
dry of Home Life of New York presi- 
dent at the annual golf outing meet- 
ing. Other officers are John B. Heidel, 
National Life of Vermont, vice-presi- 
dent; Thomas Despart, Monarch Life, 
secretary-treasurer; Clifford Dow, 
New England Life, and Frank Hill, 
Equitable Society, directors for two 
years; Edgar M. Robinson, New York 
Life, and Arthur J. Merin, Guardian 
Life, one year. 

Willie Ogg, golf pro at the Albany 
Country Club, where the outing was 
held, was the speaker. 


San Antonio pare Install 


Edward L. Duxstad, Massachusetts 
Mutual, was installed as president of 
San Antonio Life Underwriters Assn. 
Others installed were Frederick W. 
Knight, California-Western States 
Life, and Forres E. Wood, Mutual of 
New York, vice-presidents; William 
G. Noble, American General Life, sec- 
retary, and Robert S. Hemmick, Mas- 
sachusetts Mutual, treasurer. 


Fort Wayne CLUs Elect Druart 


Eugene K. Druart has been elected 
president of the Fort Wayne chapter 
of CLU at its annual meeting. Other 
officers elected were Wendell G. Dy- 
gert, 1st vice-president; Robert J. 
Klingenberger, 2nd vice-president, and 
Francis Fisher, secretary-treasurer. 


Women Leaders To Hear 


Two At NALU Convention 


Mrs. Hazel G. Schofield of Macon, 
Ga., a leading producer of Equitable 
Society, and Mrs. Louise Hall of Irv- 
ing, Tex., a member of Fidelity Union 
Life’s million dollar club, will be the 
first two speakers on the women lead- 
ers round table program at the annual 
convention of National Assn. of Life 
Underwriters in Dallas, Sept. 7-12. 

Mrs. Schofield will talk on “Con- 
tacting Higher Quality Prospects,” and 
Mrs. Hall will discuss “Giving More 
Service.” 
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Seventeen Acacia Agencies 
Pass $1 Million Mark 


Seventeen Acacia Mutual agencies 
passed the $1 million mark in paid 
business by the end of May. The five 
leading agencies—District of Colum- 
bia, Los Angeles, Norfolk, Northern 
Virginia and Newark—placed total 
business ranging from $2,700,000 to $6,- 
500,000. Other agencies selling over $1 
million were Chicago, San Diego, Dur- 
ham, Milwaukee, Atlantic City, De- 
troit, Rhode Island, San Francisco, 
Denver, Baltimore, Houston and Phila- 
delphia. 





rated cases! 


formation, or write... 





Brokers Look 
to GUARDIAN 
for Leadership 


... IN SUB- 
STANDARD 








Two years ago, GUARDIAN pioneered in writing 
Accident and Health insurance for rated cases on 
an “across-the-board” basis. 


How has it worked? Great! 


Brokers have found that it’s good for their 
clients because they can offer them full 
coverage in most cases where an impairment exists. 


And it’s good for the broker, too, because 
it cuts down on the “not takens” that used 
to result from riders. And we pay full 
commission on the extra premium charged for 


General insurance brokers and surplus writers are cordially 


invited to call the nearest Guardian manager for full in- 


The GUARDIAN Life Insurance Company 
OF AMERICA 


LIFE @© ACCIDENT AND HEALTH @ GROUP 
A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 
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Changes In The Field 


Mutual Of New York 


Mutual of New 
York has opened a 
new agency at 
Inglewood, Cal., 
and F. L. Hansen 
has been appointed 
manager. He join- 
ed Mutual in 1954 
at Sacramento, and 
later became A&S 
specialist for the 









western region. He ae 
has been at the , 
home office for a 
managerial train- 

ing since 1957. F. L. Hansen 
Prudential 


Prudential has appointed the follow- 
ing managers: Everett L. Kibler at 
Manchester, N. H., Archie Livada at 
Jamestown, N. Y., and Edward L. Illis 
at Washington, D. C. Mr. Kibler has 
been ordinary agencies supervisor of 
the greater New York region at the 


home oifice, and before that was divi- 
sion manager at Dayton. Mr. Livada 
has been division manager at Buffalo, 
and Mr. Illis has been assistant direc- 
tor of training in the ordinary agencies 
department at the home office. 


Connecticut Mutual Life 


Connecticut Mu- 
tual Life has ap- 
pointed E. Keith 
Skalla as general 
agent at Des 
Moines to succeed 
Sherry R. Fisher 
who will remain 
active in personal 
sales work as as- 
sociate general 
agent. Mr. Skalla 
joined Connecticut 
Mutual in 1953 and 





has been district 

supervisor at Lin- E. Keith Skalla 
coln, Neb., since 

1955. Mr. Fisher has been at Des 


Moines as general agent since 1945. 








one policy. 
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i ccidental Life 
INSURANCE COMPANY OF CALIFORNIA © 
Home Office: Los Angeles / W. 8. Stonnord, Vice President 


We pay Lifetime Renewals... 


[TIME] Will Tell, 
And So Will The POST 


Two strong new forces went to work for Occidental folk 
in June when the pages of Time magazine and Saturday 
Evening Post began to give their readers the story of 
Occidental “Change Easy” insurance. 


To their select combined audience numbering 28.7 million 
primary readers, Time will tell, and so will the Post, how 
Occidental flexibility affords a sensible new approach to 
buying and owning ‘personal insurance ... 


. how benefits added by rider, plus graded premium 
economy, help a man plan ahead from his first purchase 
to the many future changes in his life. . . 
help him build a step-by-step program that really pro- 
vides “more peace of mind per premium dollar” all in 


Time and Post readers will like the “Change Easy” idea. 
Nearly 444 million Americans and Canadians already own 
$7% billions of such life insurance in Occidental. 

















how they 


they last as long as you do! 


Colonial Life 


Donald J. Smith 
has been appointed 
regional superin- 
tendent of Colonial 
Life for Connecti- 
cut and Rhode 
Island. Primarily 
he will develop life 
sales among agents 
and brokers doing 
business with 
Chubb & Son, 
managers of Fed- 
eral Ins. Co., with 
which Colonial is 
affiliated. He will 
have’ offices at 
4271 Main street, Bridgeport, Conn. 
He has been an agent of Prudential in 
New Jersey and has had nine years of 
life insurance experience. 





Donald J. Smith 


New England Life 


Will F. Noble, Omaha general agent 
of New England Life since 1926, has 
asked to be relieved of managerial 
responsibilities, but will continue as 





Will F. Noble Cash D. Bond 


associate general agent and devote his 
time to versonal production and ser- 
vicing his clients. Cash D. Bond Jr., 
sales director at the Detroit agency, 
has been appointed manager at Omaha. 

Mr. Noble, New England’s senior 
general agent, has been with the com- 
pany 45 years. His father, Gerdon W. 
Noble, became general agent in Omaha 
in 1899 and six members of the Noble 
family have had a total of 214 years of 
service with the company. He is a past 
president of the local underwriters 
association, managers association and 
CLU chapter. Mr. Bond entered life 
insurance in 1952 with Fidelity Mutual, 
joining New England in 1956. 


Business Men’‘s Assurance 


William E. Horn of Santa Rosa, 
Cal., has been appointed’ branch 
manager at Oakland. He began with 
the company in Portland, Ore., in 1947, 
and moved to Santa Rosa in 1954. 
Former Oakland manager Berl L. 
Hewitt has given up managerial re- 
sponsibilities in favor of personal 
production on advice of his doctor. 


Massachusetts Mutual 


Massachusetts Mutual has appointed 
C. William Mock supervisor at Wilkes-. 
Barre. He has had six years’ experi- 
ence. 


Pacific Mutual Life 


Roy Olberg has been named manager 
at San Francisco for the company. He 
was formerly 
branch manager 
for Monarch Life 
at Edmonton, Al- 
berta, with juris- 
diction reaching to 
the Northwest ter- 
ritory. A native of 
Alberta, he enter- 
ed life insurance 
business’ with 
Monarch in 1938 
as an agent. In 
1946 he became a 
supervisor and 
five years later 
was made branch 
manager. 

He is 





Roy Olberg 


a former Northern Alberta 
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chapter president of Life Underwriters 
Assn. of Canada, as well as a regional 
vice-president and a member of the 
national board. A CLU, he is also a 
graduate of LIAMA’s school of agency 
management. 


ganized expansion of its 


ia. 


Occidental Of California 


Mr. Olberg will spear- | 
head the company’s program of or-| 
insurance | °". 
services throughout northern Californ- | 








William Winnick has been appointed 
general agent at New Haven, Conn. He’ 
has been an agent 
for the company 
there since 1956, 
and entered the 
insurance business 
in 1947. He is a 
CLU and has held 
the national qual- 
ity award since 
1950. 

Arthur T. Avnsoe 
has been promoted 
to brokerage man- 
ager in the Dallas 
office. He has been 
assistant brokerage 
manager the past 






William Winnick | 


ear. 4 
Gerald A. Whitlaw has been appoint- 
ed general agent in Oklahoma City. He™ 


succeeds Floyd E. Maytubby, who is. 
retiring as branch manager but will 
continue his activities in personal © 
sales work. A veteran of 26 years in> 
the insurance business, Mr. Whitlaw- 
is active in NALU presently serving | 
as a national committeeman. He has | 
received the national quality award 
for 11 consecutive years. 


E. S. Hewitt & Associates 


Larry M. Fisher has joined E. S.| 
Hewitt & Associates, a Libertyville} 
(Ill.) firm of actuaries, analysts, and | 
advisors in the field of pensions and’ 
employe benefits. Mr. Fisher had been” 
vice-president of H. E. Nyhart Co. and> 
formerly with Marsh & McLennan. 


Provident L.&A. 


oa eta RNs LE Te 2 oe See ce 


Provident Life & 
Accident has ap- 
pointed Theodore’ 
C. Seiler assistant” 
division manager 
of the group office | 
at Chicago. j 





Theodore C. Seiler 
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Mutual Benefit Life 


James L. Lasher has been appointed 
district manager at Dayton, O., for the 
William T. Earls agency of Cincinnati. 
He had been in an agency operation | 
in Muncie, Ind., and entered insurance 
in Evansville, Ind. 


Lutheran Brotherhood 


George Freeman has been named. 
general agent in Detroit, creating the 


company’s second agency there. Mr.) 7 


Freeman has been a member of the 
company’s half-million dollar presi-— 
dent’s club for three years. 


Lincoln National 


A. G. Green, senior member of the 
Green-Shoup general agency at Grand 
Rapids, Mich., retired recently. He has 
been a general agent with the com- 
pany since 1928. 

Gail L. Shoup now becomes sole 
general agent at Grand Rapids. He! 
began with the company at Bronson, 
Mich., in 1924, and later transferred 
to Grand Rapids, where he became 
assistant general agent and then gen- 
eral agent. 

E. T. McCarthy, who joined the 
Shoup agency in 1946 as _ assistant 
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P cashier, has been named _ supervisor. 
writels | He is a CLU and has received the 
ss national quality award for three years. 
a ¢ Emil G. Ellis, with the Shoup agency 
be = s at Grand Rapids since 1953, has also 
po sh ) been named agency supervisor. 
= oral J. J. Sheehan, who has a background 
surance of more than 12 years in insurance, 
aliforn. f joined the M. Elling agency at 
‘Minneapolis in 1956. He has _ been 
‘named supervisor in that agency. 
John S. Davies, new supervisor of 
| the George Eccarius agency at Sioux 
: ' Falls, S. D., has been district manager 
a there for nine years, and was also 






superintendent of agencies in Water- 
‘ town, S. D. 


Washington National 


Harry E. Briggs Jr. has been ap- 
pointed general agent in Portland, Ore., 
for the company, a 
with offices at 811 
Ss. W. Sixth ave- 
- nue, Portland. Mr. 
/ Biggs was for sev- 
) en years a district 
manager in Port- 
land for another 
' company and also 
' has qualified for 


ee ae 


AE SP 











finnick | the Million Dollar 
' Round bing 3 for 
int. two years. He is ; 
tity. _— currently teaching ay 
who is. part II of the . 
ut will LUTC. H. E. Biggs Jr. 
ersonal pag: ° 
ears in Midland Mutual Life 
Vhitlaw- C. H. Wolfe has 
serving | been _ appointed 
He has. general agent for 
award | central Tennessee 
F with headquarters 
; in Nashville. He 
| has been in the 
: business’ since 
E. Sj 1938, and prior to 
rty ville» joining Midland 
ts, and™ had served as 
ns and” Nashville super- 
d been” visor for Business 
Yo. and Men’s Assurance. 
ennan. C. H. Wolfe 
State Life Of Indiana 
Lloyd M. Levin has been named 
manager of a new office in Chicago at 
' 1906 East 87th street. 
Life & Life Of North America 
IS ap- 
eodore — 
sistant, Life of North 
nager) America has ap- 
office” pointed Francis M. 
Spencer III man- 
ager at Detroit. He 
has been manager 
- at Chicago and 
before that was 
/ with the life de- 
» partment of Marsh 
» & McLennan at 
ointed § Chicago, 
or the | Francis M. Spencer III 
innati. | 
ration | e F 
arance | Provident Mutual Life 
Provident Mutu- 
al Life has ap- 
“— pointed Robert E. 
> Mr. Bauer as_ mana- 
of the ger at Chicago. 
presi- He has been a 
member of the 
management train- 
ing group at the 
home office since 
of the May. 
Grand 
le has 
com Robert E. Bauer 
; sole Fred. S. James & Co. 
. Adam Bachmann Jr., has been ap- 
terra pointed manager of the life and disa- 
seatial bility department at Buffalo for Fred. 
or S. James & Co., general agency for 
& Travelers. Mr. Bachmann had previ- 
1 the ously managed the A&S department, 
istaill and has experience in business insur- 
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ance,’ group and pension coverages, 
and estate planning. 


Indianapolis Life 


John H. Shay 
has been appoint- 
ed general agent in 
Battle Creek. He 
has 22 years of 
sales experience, 
and has been ac- 
tive in life sales 
in the area since 
1952. 


John H. Shay 

Joseph Supp has been appointed 
general agent at Danbury, Conn. He 
has received a national quality award 
and has completed the LUTC course 
and taught it at Danbury Teachers 
College. 


AMERICAN HERITAGE LIFE has 
appointed Robert C. Cudigan as dis- 
trict group manager, with headquarters 
at the home office while awaiting as- 
signment to a district group office. He 
has been with Southland Life at Albu- 
querque and Greensboro, N. C 


HOMESTEADERS LIFE has ap- 
pointed Roger Wennerstrum general 
agent in Des Moines. Starting with 
Homesteaders in 1949, Mr. Wenner- 
strum rejoins the company after 21% 
years elsewhere. 


AMERICAN GENERAL LIFE—B. 
Hix Smith has been appointed manager 
of the company’s Dallas agency. He has 
been a home office field assistant and 
a general agent. 


SECURITY-CONNECTICUT LIFE— 
Lewis A. Sleeper Jr. has been ap- 
pointed general agent at Denver, with 
offices at 104 Fillmore street. He is a 
CLU. 








Elect Trimborn At Dayton 


Dayton General Agents & Managers 
Assn, has elected Ralph G. Trimborn, 
Fidelity Mutual, president; Charles 
F. Eddy, executive vice-president; 
George E. Magner, Penn Mutual, 
vice-president; Dennis E. Clark, Great- 
West Life, secretary-treasurer. 

The Insurance Accounts Account- 
ants Assn. of San Francisco will hold 
its annual conference October 28. 
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Modern Woodmen Reelecis 
Board And Officers 


Delegates to the quadrennial head 
camp convention of Modern Woodmen 
in Chicago unanimously reelected all 
members of its board to another four- 
year term. Heading the board is H. L. 
Ruff, Rock Island, Ill., president since 
1954, ex officio member together with 
John C. Phillips of Rock Island, na- 
tional secretary. 

Others on the board are: R. H. 
Talbot, Lincoln, Neb.; W. Cable Jack- 
son, Minneapolis; D. W. MacMeekin, 
Santa Rosa, Cal.; Thomas W. Cheney, 
and George H. McDonald, both of 
Rock Island. Elected to the board of 
auditors were William F. Pittroff, St. 


Louis; Scott W. Hook, Des Moines, 
and Melvin W. Priddy ‘Ir., McAlester, 
Okla. 


National officers chosen are: Vergne 
W. Potter, Washington, D. C., escort; 
Richard H. Thompson, Nashville, 
watchman; C. W. Byrer, Los Angeles, 
advisor; and Leo E. Johnson, Pocatello, 
Ida., sentry. 

Minor by-law changes were made to 
bring the society’s laws into harmony 
with developments in fraternal life 
insurance and changes in various state 
department rules and regulations. 





ANY BUSINESS WITH 5 OR MORE KEY EMPLOYEES 
OR EXECUTIVES IS A GOOD PROSPECT FOR . 
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AN OF INCOME REPLACEM® 


Long Term or Short Term. 

Up to $500 monthly indemnity. 

No “house confinement” restriction. 
Premium reduction. 


Optional employer participation. 





YOU CAN OFFER THESE ADVANTAGES: 


Non-Cancellable Accident and Sickness policies. 


These and other features have given the exclusive 10-12 plan 
a high ratio of sales to interviews. The market is large and the 


income possibilities are excellent. Write for full details. 


Brokerage Business Solicited 





Siw ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 
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Editorial Comment 


Insured Insurability Catching On 


Last year Bankers Life of Iowa 
brought out its “insured insurability” 
plan, by which a man can guarantee 
that he’ll be able to buy the coverage 
he plans to, no matter how his insur- 


ability may change. Quite recently 
Life of North America brought out a 
plan having the same purpose and 


just as we were getting ready to hail 
this move as indicating a trend, Lincoln 
National and State Mutual Life an- 
nounced guaranteed insurability riders. 
So, as experienced trend-spotters, we 
now proclaim that Bankers Life has 
unquestionably started a trend. 

We are particularly happy to spot 
this trend, because during the time 
Bankers Life’s plan was being de- 
veloped—a fact we weren’t aware of-—— 
we did some editorial drum-beating 
for the insured insurability concept. 
Bankers Life, we’re sure, is happy 
about having other companies follow 
the saine path it has taken. This is one 
type of contract that will sell better 
for each company issuing it as more 
companies adopt it. 

Furthermore, the more widely the 
plan is sold, through more companies 
selling it and more of each company’s 


agents selling it more intensively, the 
less the hazard of possible adverse 
selection. Not only do the option dates 
for buying additional coverage supply 
sales opportunities to the company’s 
agents but there is an incentive to 
the company to see that as large as 
possible a percentage of the eligible 
buyers take advantage of their right to 
buy. And if still insurable, what more 
logical time could there be to try to 
sell additional coverage above that 
available through the _ insurability 
guarantee? 

Perhaps the greatest waste of man- 
power in selling life insurance is the 
sales work that is done to sell a pros- 
pect, tie him up as a loyal client—and 
then neglect him, so the job has to be 
done all over again by some other 
agent, usually from another company. 
The insured insurability plan is the 
most effective way we have heard 
about for cutting this kind of wasted 
effort to a minimum. 

We believe Bankers Life has started 
one of the most important merchan- 
dising trends in the life insurance busi- 
ness and we hope that many other 
companies will get on the bandwagon. 


Better Chance For Permanent Coverage 


The current quarterly letter of the 
United States Savings & Loan league 
contains an analysis of the $5,200,000, 
000 increase in liquid savings of 
American depositors in the first three 
months of 1958, which should be of 
considerable interest to life agents. 

The league study to determine rea- 
sons for this spectacular rise revealed 
that important causes were: (1) The 
switch of large depositors in commer- 
cial banks away from demand depos- 
its or from low-yield Treasury bills, 
which until recently yielded less than 
1%, and (2) that monies formerly em- 
ployed in the stock market and mutual 
funds have been placed in savings 
deposits so that savers could realize 
a more certain and, by some criteria, 
a more generous yield. 

The study indicates that there 
seems to be a greater readiness on 
the part of American savers to put 
their money on a guaranteed basis 
that produces a reasonably high re- 
turn rather than into the low yield 
and/or uncertain investment oppor- 
tunities of demand deposits, Treasury 
bills, the stock market or mutual 
funds. 

In turn, it should suggest two things 
to the life agent—that there is an 
indication of greater receptiveness on 
the part of insurance buyers to per- 
manent life as an investment as op- 
posed to term insurance for mere 
coverage, and that with the improved 
liquidity of deposits of some savers, 
they now have the money available 
to make the important move into an 
investment in permanent insurance. 

. The agent, with clients or prospects 
who he knows are in this unique 
financial position, is missing a good 





bet if he does not take advantage of 
it and push for sales on this basis.— 
William Macfarlane. 


Deaths 


MRS. MINNA HENSLY, general 
agent at Salina, Kan., of Franklin 
Life, died in an automobile accident 
in Nebraska while enroute to Minne- 
sota. Mrs. Hensley in 1952 was chair- 
man of the Women’s Quarter Million 
Dollar Round Table of NALU and the 
following year was chairman of the 
women’s committee of NALU. 


HOWARD V. KRICK, trustee of 
National Assn. of Life Underwriters 
and general agent 
of Penn Mutual 
Life at New Haven, 
died unexpectedly 
of a heart attack at 
his home. He 
would have com- 
pleted his first 
term as NALU 
trustee at the an- 
nual meeting in 
Dallas next Sep- 
tember and was a 
candidate for re- 
election. 

A CLU, Mr. Krick had long taken a 
keen interest in agent education. He ran 
leadership training schools for local 
association officers in Connecticut and 
initiated the holding of one-week sum- 
mer schools in advanced sales methods 
at University of Connecticut. He 
served as president of the Connecticut 
and New Haven life underwriters as- 
sociations and chairman of New Haven 
Life Insurance & Trust Council. He 
was instrumental in setting up LUTC 
courses. He also served as chairman 








Howard V. Krick 


of the New Haven board of education. 

Mr. Krick was chairman of the 
NALU public relations committee and 
the previous year headed the commit- 
tee on education and training. He had 
served on a number of other NALU | 
committees. For some years before 
being elected a trustee, he served as 
nationat committeeman of the Con- 
necticut association. 


THOMAS F. TARBELL, 70, retired 
vice-president and acturary of Trave- 
lers, died unexpectedly in Scotland 
during an extended tour of Europe. He 
was a past president of the Casualty 
Actuarial Society and had also headed 
Assn, of Casualty Accountants & Stat- 
isticians and the industry uniform ac- 
counting committee. 
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Druggists Not Agents In 


Vacation Insurance Plan 


A vacation insurance program of- 
fered in drug stores by Mutual Benefit 
H. & A. in connection with Bauer & 
Black sales displays involves policy 
countersigning by a licensed agent in 
the state of the insured’s residence 
and in no way do druggists serve as 
salesmen. 

THE NATIONAL UNDERWRITER is mak- 
ing this clarification as a result of 
inquiries received from an insurance 
department after an article on the 
vacation program appeared in the 
June 28 issue. 

The applications in drug stores may 
be filled out there but more commonly 
would be filled out at home or place 
of business of the prospect, and mailed 
to the company, with the entire com- 
mission going to the agent. 


Great Southern Life 


Cuts Policy Loan Rate 


Great Southern Life has reduced the 
policy loan interest on its life master 
policy from 5% to 4.75%, retroactive 
for all such policies now in force on 
both non-participating and participat- 
ing forms. 

Premium rates for the purchase of 
one-year term insurance, with partici- 
pating life master dividends, have 
been recalculated, resulting in reduc- 
tions at almost all ages. 

New ordinary issued and paid-tfor 
business of Bankers Life of Iowa for 
May amounted to $23,118,413, an in- 
crease of more than $3.5 million over 
the same month last year. Combined 
with group sales of $6,946,081 for the 
month, total production for May reach- 
ed $30,064,494. 
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420 E. Fourth St., @ineinnati 2, Ohio. 
Telephone PArkway 1-2140. 
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Howard J. Burridge, President. 
Leuis H. Martin, Vice-President. 
John Z. MHerschede, Seeretary-Treasurer. 
420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone PArkway 1-2140. 


SALES OFFICES 


ATLANTA 8, GA.—432 Hurt Bldg., Tel. 
Murgay 8-1634. Fred Baker, Southeastern 
Manager. 


BOSTON 10, MASS.—80 Federal 6t., Rm. 
3423, Tel. Liberty 2-9229. Rey H. Lang, 
Southern New England Manager and Joha 
F. MacNamara, Northern New England: 
Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., 
Tel. Wabash 2-2704. A. J. Wheeler, Chicago 
Manager. R. J. Wieghaus and William D. | 
O’Cennell, Resident Managers. , 


CINCINNATI 2, OHIO—420 E. Fourth 
St., Tel. Parkway 1-2140. Chas. P. Woods, 
Sales Director; George C. Roeding, Asseei- 
ate Manager; Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—1367 E. 6th St, 
Linceln Bldg., Rm. 208, CH: 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—309 Employers Insur- 
amee Bldg., Tel. Riverside 7-1127. Alfred E._ 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth | 
Bldg., Tel. Amherst 6-2725. J. Robert 
Ebelhardt, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
h Bldg., Tel. Atlantic 2-5966. D. J. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago July 8, 1958 





























Bid Asked 
Aetna Life 190 193 
Beneficial Standard ...............s0000 14 15 
Business Men’s Assurance 74 76 
Cal.-Western States .............. 81 84 
Columbian National .. 87 92 
Commonwealth Life .. 23% 241% 
Connecticut General ....... 264 268 
Continental Assurance ............ 124 126 
PPCIIMERER MNO ss cksocscxessucacscocenssotesesicnss 6642 68 
Great Southern Life ................. 78 82 
Gulf Life 21% 22% 
Jefferson Standard  ..........cccceee T72 80 
Kansas City Life ........... 1290 1320 
Liberty National Life .............4..... 34% 35% 
Life & Casualty. ..........cccccccssssscsssee 21% 23 
Life Of Virginia 20.0.0... 98 103 
Lincoln National Life .... 196 200 
National L.8A. oi... scsssescessssssesees 86 88 
North American, Il. 17 18 
N. W. National Life 83 86 
Ohio State Life ...... 270 300 
Old Line Life ........... 42 44 
Republic Natl. Life 50 53 
Southland Life 0.0.0... essscesseeee 93 97 
Southwestern Life 2.0... 103 106 
Travelers 79 80 
United, Ill. 30% 32 
U. S. Life 36% 3742 
Te GE BE cetierctnn 35% 37 
Wisconsin National Life .............. 62 65 


Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg, 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. 
Howard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—17 John St. 
Room 1401, Tel. Beekman 3-3958. J. T. 
Curtin and Clarence W. Hammel, New York 
Managers. 
WARK 2, N. 
k 


NE J. 
Market 3-7019. John 
dent Manager. 


—10 Commerce Ct., Tel. 
F McCormick, Resi- 


PHILADELPHIA 9, PA.—123 S. Broad St. 
Roem 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. q 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market St. 
Tel. Exbrook 2-3054. Richard G. Hamilton, 
Pacific Coast Manager. 


CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple 


tien of the change. Send to subscription of- a 


fiee, 430 E. Fourth St., Cincinnati 2, Ohio. 
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vz, Aetna Life Appoints 
“Fthree As Senior 
aiondVice-Presidents 


mper Of! jctna Life has appointed Frederick 
suraneep. Perkins, Robert B. Coolidge and 

John A. Hill senior vice-presidents. 
The appointment of Mr. Hill, who is 
peneral agent at Toledo, will become 
pffective Aug. 25. The others are ef- 
Fective at once. 
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— Mr. Perkins joined Aetna Life in 

4925 and took a leading role in de- 
ICE eloping group annuity business. He 
am ill continue to supervise the group 
CCG 654 Hepartment. He was named a vice- 
“io president in 1954, 


Mr. Coolidge, as head of the agency 


been Hepartment, will remain in charge of 
¥ield operations in ordinary life sales. 
He joined Aetna Life in 1933 after 
44 years’ sales experience. In 1944 he 
4, Ml. jvas named a vice-president. 
. CG 649) Mr, Hill will be in charge of home 
O'Brien | fice operations in the life depart- 
ent. He has been with Aetna Life 
or 30 years, and for several months 
Ohio. jas been a member of a committee 
| studying life department operations 
With the title of special assistant to the 
president. 
nt. a 
2 Old Line Life Leaders Rally 
Ohio. | Qualified agents of Old Line Life 
spent four days on Mackinac Island, 
June 29 to July 2. 
| New officers and members of the 
ompany’s Star Leaders’ Club were 
. nstalled and special recognition given 
o the Million Dollar Round Table 
hualifiers as well as a record number 
t., Rm. Hf national quality award winners. 
Lang,/ Featured speakers, in addition to 


nd Joba president Mearl F. Ryan and Vice- 
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president Forrest D. Guynn, were 
Burkett W. Huey, director of insti- 
tutional relations of LIAMA, and 
Ernest R. Rosse, lecturer. 


Houston GAs Name 
R. J. Edwards To Helm 


R. J. Edwards, Pan-American Life, 
has been elected president of Houston 
General Agents & Managers Assn. 
Other officers elected at the meeting of 
the board were: Mitchell Cantrell, 
Northwestern National, vice-president; 
Arthur W. Lowery, Republic National 
Life, treasurer, and John H. Parrott, 
Connecticut General, secretary. 

New members of the board are O. 
Boyd Ewing, Continental American 
Life; Hugh A. McIver, Southland Life, 
and Mr. Parrott. 


Southwestern Life 
Installs IBM 650 


Southwestern Life installed late last 
month a new high-speed electronic 
data processing machine. 

The “electronic assistant,” a 650 
magnetic drum machine produced by 
IBM, is the first of its type to be de- 
livered to a life company in Texas. 

Staff members under the direction 
of W. E. Underwood Jr., assistant sec- 
retary in charge of machine opera- 
tions, have been engaged in studying 
the machine for the past year. The 
staff is responsible for “programming” 
the machine and feeding it punched 
cards. 


LOMA Adds Four More Companies 

Four companies have been added to 
the membership of LOMA, bringing 
the total to 345, the largest in the 
34-year history of the association. The 
new members are Mercantile Security 
Life, Dallas; Pioneer American, Fort 
Worth; Reliance Life of Atlanta and 
United of Chicago. 








Chicago © 
liam D. ” 
Thi 
Fourth 1S company 
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SS06i- nQ $ 
istieian. | has a sound 53-year record and is 
sth St, an acknowledged leader 
- throughout the Southeast. 
; Insur- i 
fred E. 
° 
nwealth © 1S man 
Robert | 
> a —who typifies the Liberty Life 
- representative —can count 
on basic and advanced training, 
Boars a good income, opportunities 
: for promotion, security. 
Rural | 
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LIBERTY LIFE 


INSURANCE COMPANY 


Home Office: 
Greenville, South Carolina 
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Together 


they have the confidence today 
of more than 900,000 policy- 
owners who look to them for 
modern insurance protection. 
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you'll go places with the greatest of ease 


with 


You get 


SHENANDOAH 


into the swing with the new Shenan- 


doah Life Field Sales Program. 
It’s Life Insurance Selling — with the spotlight 


on the 


field. At Shenandoah Life, field 


managers and agents are V. I. P. ’s, and 
everything possible is done to smooth the 
way for them. 


Continuous sales training programs. . . 


new 


self-selling promotional aids on all plans 


plus quick, cooperative 


service — is 


Shenandoah’s way of recognizing the im- 
portance of its field selling force. 


Don’t just take our word for it — ask any Shenandoah 
man if this isn’t so. 


For full information, write: 


G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


Shenandoah Life 





IN 


Snsurance 


Home Office ¢ 


Company 


Roanoke, Va. 


A Mutual Life Insurance Company Owned By And Operated For Its Policyholders 
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2 mae ee, 
Texas Lite Underwriters Assn. Elects Spencer, Increases Dues Sackzon ile saben ak Geko 
board still lacks sufficient power and 


(CONTINUED FROM PAGE 2) funds to expedite the handling of the 


; : a : ; Be ; tremendous work load now requiring 
the time,” he said, “to find out why many people a guilt complex about man who radiates belief in his product jts attention. The increased efficiency 
people don’t buy; to plan marketing spending money. and who is able to produce an aura Of anq the weeding-out of undesirable 


excitement in his sales message.” 





strategy; to find more selling time, «py peatable Formula” Given personnel in the state department was 


and to concentrate on the middle- Penn Jackson, chairman of the described in detail during his address, | 
income families who most need pro- To overcome this obstacle, Mr. Lane the state board of insurance, spoke on Mr. Jackson also said that the board | 
tection.” He stated that one of the continued, the agents must give less the functions and changes in the vari- goes not have enough money to em-) 
biggest reasons people don’t buy in- attention to logic and to figures— ous segments of the department. “A ploy needed examiners, but has added 
surance is that they do not understand concentrating instead on emotional great deal of legislation,” he declared, : 


. 5 a number of young men with college’ 
their particular protection problems, appeal. “An unbeatable formula,” he “has been passed which helped the training and gon that when thal 


and the current recession has given concluded, “is that used by the sales- board in determining the legality of 


budget has been presented to the leg.’ 
islature more money will be made 
available. He said the present appro-' 
priations are for specific items and 
cannot be changed. He called atten- 
LEADERSHIP AT OCCIDENTAL Se 
are to be approved or disapproved and) 
said it has been decided to ask the! 
left to right below: companies to certify that their policies) 
Dave East, superintendent of agencies comply with the law. 
Bob Woock, manager of California agencies Many. Awards Presented 
Laurence F. Lee, chairman of the board Special recognition and a number off 
ca ee ae | ' = awards played a major role on the as-) 
| % 1 & q ‘Ee sociation’s program. The “Rookie of. 
the Year” award given by the associa-) 
| tion’s General Agents & Managers) 
tS Conference went to Charles H. Stew-) 
£ art, Consolidated American Life at) 
: Pharr. Mr. Stewart wrote more than. 
$2 million on more than 200 lives in™ 
1957, his first full year as a producer,” 
The association presented special’ 
merit certificates to R. L. McMillon of: 
Business Men’s Agsurance, Abilene, | 
and O. P. Schnabel, Jefferson Stand-_ 
ard Life, San Antonio, both men for-' 
mer presidents of the association. Mr. 
McMillon is a NALU trustee and pro-' 
gram chairman for NALU Dallas’ 
meeting. Mr. Schnabel has been an’ 
ardent promoter from the beginning of 
the Charter Builder program for the 
NALU headquarters. 
Ben P. Atkinson, past president otf 
the Texas association, national com-| 

























































mitteeman, president of Austin Life’ 
Managers Club and agency manager’ 
at Austin for American Genera! Life,’ 
was presented a plaque for out-— 
standing achievement by Mr. Jones. 
The Dallas and Beaumont associa- 
tions in that order won plaques for’ 
large and small associations for the 
THE MEN WHO HEAD THE OCCIDENTAL MANAGEMENT. TEAM... reports each made of their work in the) 
past year, particularly in public rela-) 
tions. 
, . . . Agent Has Three Roles 
are field-minded and field-trained. Typical is the scene Fred McMaster, Ohio National Life} 


Los Angeles, speaking at the sales 
congress, congratulated the agents on’ 
being in a recession-proof business. He 
said the successful sale of life insur-! 
. . ance depended directly on the manner 
With such interest and cooperation, no wonder Occidental in which an agent played the three 
: . leading roles in his life—with his fam- 
salesmen sold more new business in 1957 than in any ily, with his fellow agents and with 
. : other people. “An agent should be- 
other year in the Company’s 52-year history! ware of an eight-hour role of ‘Jolly! 
Good Fellow,’ ” he warned, “then re-’ 
‘ ° ° , . turning home to become a miserable 
There is a need in Occidental’s expansion program for grump.” With regard to the relation- 
. P P - A ship with others in his profession, Mr. 
qualified leadership. If you’re interested in knowing more oe Mrel juan, rg effectiveneil 

° * ° of giving without thought of return— 
about Opportunity Unlimited, write ’Cou Browne, agency A ag Rlacomaaedl Siak theit soallll 
sional problems and giving them the 
benefit of experience. 


above—a field manager and the chairman of the board in 


an informal conference about agency problems. 


vice president. 


ee Sa 


Emphasis On Service 


“When dealing with other people,” 
he continued, “placing primary stress 


OcCIDENTAL a on service rather than on the dollar 


| generally results in greater sales vol- 
Kije , Comyn ———— ume. Agents in this country,” he con- 

Y “hh int cluded, “know that the greatest factors 
OF NorTH CAROLINA Sg _ —" behind the sale of life insurance are 
security and protection. You might 
even reduce that down more simply to 
the American way of life. If you 
sometimes think this business _ is 


“nome Orrice + RALEIGH 
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Some of the 
spexkers at the an- 
nual meeting of 
Texas Assn. of 
Life Underwriters, 
from left, Fred 
McMaster, Ohio 
National Life, Los 
Angeles; Judge 
Penn Jackson, 
chairman Texas 
state board, and 
Hunter M. Jones, 
General American, 
Wichita Falls, 
Tex., retiring 
president. 


tough, how would you like to try sell- 
ing life insurance in Russia?” 

Roy J. Brooks, Southland Life, Fort 
Worth, chairman at the convention 


i session of Texas Leaders Round Table, 
' stated that TLRT had operated within 


ber of) 
ne as-) 
tie of 
socia- | 
lagers” 
Stew- | 
fe at | 

than. 
yes in’ 
ducer, | 
pecial | 
lon of! 
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| its budget and that it is now a solvent 


organization. He also stated that there 
is more need for publicity concern- 


' ing TLRT and what membership sig- 


nifies.” 

The Round Table elected John H. 
Fargason, Great Southern Life, Hous- 
ton, as chairman; Al Kaplan, Great 
National Life, Austin, vice-chairman, 
and John V. Boeye, Southwestern 
Life, Corpus Christi, secretary-treas- 
urer. 

Mr. Brooks also called attention to 


_ the educational seminar at SMU In- 


stitute sponsored by TLRT and open 
only to members. He stated that at- 
tendance has grown from 17 to 56. 
Guest speaker at the TLRT was M. 
T. Utley, vice-president and agency 
director American Founders Life. Mr. 
Utley asked the new men in the busi- 
ness not to try to do what successful 


' men in the business are now doing, 


nt of) 
com-» 
Life’ 
nager | 
Life,” 
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) department, 
Hill, S. C. were the speakers. 





but urged that they do. the things suc- 
cessful men did to lead to their suc- 
cess. He said these men _ exposed 
themselves to enough people and often 
enough to bring the results’ they 
achieved and told the new men, “it is 
not how much you know, but how 
many you asked to buy life insurance 
and how many times you asked them 
to buy.’ He said this is so because the 
law of averages works in favor of the 
salesman. 


| Price Cutting No Help 


Mr. Utley also emphasized that 
when price cutting is the basis of 
sales, all lose. He declared that the 


agent who seeks to show a policyown- 
er how much better a deal he can 
give on a new policy loses in the long 
tun and causes the loss of confidence 
in life insurance. 

Also, “If I can get an agent to leave 
acompany and come to me, somebody 
can get him to leave me. If I can get 
a policyholder to drop a policy, some- 
one can get him to drop my policy. 
What difference do a few dollars 
make? All will lose. You may not lose 
today, but somebody will.” 

At the General Agents & Managers 
Conference session, Henry Kirsch, 
Aetna Life, Shreveport, and Edwin R. 
Jeter, field vice-president southern 
Equitable Society, Rock 


Mr. Kirsch discussed communica- 
tions and emphasized that effective 
communication requires the agent to 
use terms which the porspect under- 
stands and avoid technical terms which 
are so familiar to the insurance agent. 
He emphasized the importance of im- 
pressing upon the man who buys life 
insurance the value of the property 
he is acquiring and would have the 
agent talk equities in life insurance 
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and avoid at all times any mention 
of loan values. He said for the agent to 
speak of loan values is to indicate to 
the prospect when he buys that there 
may be a time when he cannot pay his 
premium. Life insurance can be sold 
to meet all classes of needs when the 
explanation is made in language that 
is simple enough for the prospect to 
grasp, he averred. 


Greater Changes To Come 


Mr. Jeter spoke on the job of the 
manager and the changes which have 
affected his work. He said there have 
been more changes in the last 10 years 
than in the previous 30 and predicted 
that the next 10 years will show still 
greater changes. Among these chang- 
es, he spoke of greater pressure for 
volume, more and harder competition, 
difficulty of keeping up with new pol- 
icies. He also discussed selection, 
training and conserving these men. 

On the brighter side, Mr. Jeter listed 
the better market and better public 
acceptance of life insurance and said 
there is room for more than double 
the number of men now engaged in 
life insurance selling. He added that 
when the manager requires a report 
from an agent he should explain how 
these reports are helping him. When 
this is done, the agent will be pleased 
to give the reports called for, he 
opined. “No price is equal to that of 
a man,” he concluded and asked that 
the business be measured by the good 
accomplished. 

In his presidential report Tom N. 
Moody, Connecticut Mutual Life, Fort 
Worth, expressed his appreciation of 
the cooperation of fellow officers and 
committee members, discussed the 
first school of agency management 
held at SMU Institute and spoke of 
the Southwest Conference which he 
stated has developed into an outstand- 
ing conference. 


New Officers For GAMC 


Richard N. Chapin, Tennessee Life, 
Houston, was named GAMC president 
to succeed Mr. Moody. Other officers 
named were: V. W. Kelley, Amicable 
Life, San Angelo, 1st vice-president; 
William E. Sanders, American Nation- 
al, Amarillo, 2nd vice-president; P. H. 
Huffstetler, Great Southern Life, Dal- 
las, secretary, and William Bagg, John 
Hancock, Fort Worth, treasurer. The 
GAMC also held a fellowship break- 
fast June 28, the first in its history. 

At the CLU annual breakfast, Ro- 
bert W. Strain, member of the Texas 
board, was guest speaker. Mr. Strain, 
who is a CLU, CPCU and Ph.D., em- 
phasized that members of the board 
like to mingle with insurance people 
with a view to knowing them better 
and knowing more of them and their 
problems as they understand them. 
He said the present board has no 
panacea but the members are dedicat- 
ed to their work and spend the time 
required regardless of the hours. 
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portunity 
IN KANSAS CITY, MO. 


FOR THE MAN READY FOR 





General Agent Advancement 


In metropolitan Kansas City, Mo.—heart of the 
prosperous Midwest, we have currently an un- 
limited opportunity for the man qualified for 
General Agent capacity. 


National Reserve Life, “Enduring As Rushmore” 
with over $229,000,000 Insurance In Force, is con- 
ducting a dynamic expansion program throughout 
its entire operating territory from California to 


Florida. 


If you feel you are the man qualified for this 
opportunity, write today for detailed information. 
Complete home office cooperation assured. All cor- 





respondence in confidence. 










H. O. CHAPMAN, 


President 


S. H. WITMER, 


Chairman of the Board 














EVERYONE WANTS A FEDERAL POLICY! 


We offer ‘prospects 
non -cancellable _ policies 
with complete coverages. 
Our Federal policies offer 
complete protection. if 
your policies lack impact, 
write Emery Huff, Vice 
President, Dept NU-6. 


FEDERAL LIFE 


Federal Life of fers pros- 
pects what they want. Any 
form of Accident, Health 
or Life policy can be tail- 
ored for specific and in- 
dividual needs, regardless 
of income bracket. 





INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, Illinois 











$30 Million Suit Ordered To Trial 


(CONTINUED FROM PAGE 1) 


were threats and the instigation of 
threats that plaintiff’s license to do 
business would not be renewed, or ac- 
tual refusal of renewal of licenses, at 
such times and in such ways that 
would facilitate carefully planned and 
highly successful concerted efforts by 
the Sammons controlled corporations 
to obtain the agency forces and thus 
the business of plaintiff in various 
states. To that end Larson and Cravey 
enlisted the aid of commissioners of 
other states, so that the scheme of 
the conspiracy became national in 
scope. Sammons controlled corpora- 
tions maintain the adherence and co- 
operation of Larson and Cravey 
through bribery of commissioners and 
their employes. Officials of these cor- 
porations were active participants in 
diagramming both the scheme and 
moves which would insure its success 
for the benefit of the corporations.” 

District court dismissed the case on 
the grounds that there was no genuine 
issue as to a material fact; that, as a 
matter of law, the undisputed facts 
are “legally insufficient to show a 


conspiracy as charged .. . that inas- 
much as the claim ... is predicated 
upon the existence of such a con- 
spiracy, plaintiff is not entitled to re- 
cover against any defendant; and that 
the case is one for summary judg- 
ment.” 

The appeals court said in its opinion 
the case is by nature not susceptible 
of being disposed of by summary 
judgment and that on that ground 
alone it could order the judgment re- 
versed and the case sent back for 
trial, and went on to say that “no 
adequate showing has been made that 
there is any basis in the record for 
his (district court) conclusion that, 
though a case was stated in the plead- 
ing, the plaintiff was as a matter of 
law not entitled to a trial of the issues 
tendered in them... .” 

To the contention of Commissioner 
Larson and Reserve Life that there 
was no showing of injury to the pub- 
lic and thus no case for relief was 
presented, the appeals court said: 
“It is sufficient to say that in our 
opinion, as applied to this case, ap- 








Straight Talk to Insurance Salesmen 





Here at Security Life and Trust Co., 
we’re involved in a greatly accelerated 
program of expansion in step with the 
progressive development of the South. 

This program requires successful, 
experienced insurance underwriters 
who want a greater opportunity to build 
a general agency of their own or to sell 
for an aggressive, growing company. 

Also, there are opportunities as state 
supervisors to develop and move up in 
company management. 

Here at Security you can write your 
own ticket in fertile areas because 
Security Life and Trust Co., offers: 






A PROGRESSIVE COMPANY EXPANDING 
AGGRESSIVELY WITH THE SOUTH 


from ROBERT G. BLAIR, 
V. P. Agency Manager 
Security Life and Trust Co., 
Winston-Salem, N.C. 
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Write today in full confidence to 
R. G. Blair, Vice-President & Agency Manager 
420 North Spruce Street. Winston-Salem, North Carolina 


@ Top Commission Contracts 

@ Opportunity in Management 

@ Home Office Training Schools 
e@ Agents’ Security Pension Fund 
@ Major Medical Coverage 

@ Company Stock Purchase Plan 


@ Home Office Assistance 
on Pension Plans 
and Group Insurance 


Now is the time to arrange your future 
in the Land of the Sun! Look to 
Security Life and Trust Company 
and “Face the Future with Security.” 


And Trust Company 


HOME OFFICE + WINSTON-SALEM, N. C. | 
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pellees have completely misconceived 
and misapplied the principal they in- 
voke.” The court said there are full 
allegations that the alleged conspiracy 
was for the purpose of restraining 
Bankers L. & C.’s trade and commerce 
among the states, thus alleging at once 
both public and private injury. 

“As to proof, we think it quite clear 
that here, as in other aspects of the 
case, appellees have not borne their 
burden of demonstrating that as mat- 
ter of law there was no evidence 
which, if taken in the light most 
favorable to plaintiff, tended to estab- 
lish the truth of its allegations.” 

In resisting the appeal of Bankers 
L. & C., Commissioner Larson and 
Reserve Life filed separate answers, 
and the appeals court referred to Mr. 
Larson’s response as “drawing pro- 
tectingly about himself the cloak of 
his immunity from suit for his actions 
as a state officer’ and noted that 
“from the assumed vantage point of 
his claimed untouchability, attacks 
plaintiff and his cause in language 
more denunciatory than convincing, 
more calculated to generate heat than 
light. In short, instead of meeting the 
burden cast upon him under this rec- 
ord of showing by argument and dis- 
cussion that, in disposing of the case 
by summary judgment, the district 
court did not deprive plaintiff of his 
constitutional right of trial by jury, 
appellee Larson seeks, in part, to do 
so by sweeping animadversion upon 
the good faith of the plaintiff and his 
claims.”’ 


Argue Act’s Scope 


Reserve Life and the other appellees 
argued that agreement between state 
officials is not within the scope of 
the prohibitions of the Sherman act, 
because such prohibitions are directed 
against private persons and not 
against actions of state officials, and 
made the additional points that Bank- 
ers did not allege or show injury to 
the public; that there was no proof 
that Mr. Larson and/or Mr. Cravey 
engaged in a conspiracy against Bank- 
ers; that there was no proof that the 
Sammons companies joined in any 
supposed pre-existing conspiracies; 
that one of the vice-presidents on 
whose actions and statements part of 
Bankers’ case rests had no authority 
to enter an illegal agreement even if 
he did so; that some of the evidence 
relied on by Bankers was inadmissible, 
including the transcript of a meeting 
of insurance commissioners, and the 
so-called Bradley reports to his em- 
ployer. 

On the point relied upon by Mr. 
Larson and Reserve that Mr. Larson, 
because of his official position is im- 
mune from accountability, the appeals 
court commented: “It is sufficient to 
say that there is no authority, stat- 
utory or otherwise, authorizing the in- 
surance commissioners of Georgia or 
Florida to conspire with persons to 
restrain commerce or exempting them 
from suit if they do so, and that Mr. 
Larson’s vigorous denial of responsi- 
bility is really based not on any claim 
that if he did conspire he would nev- 
ertheless be immune but on his in- 
sistence that everything he did was in 
the line of duty and within the scope 
of his authority, as a state officer and 
not as a conspirator, and that as a 
matter of law there is no evidence to 
the contrary.” 

The attorney for Bankers L. & C. 
is Charles Short of the Chicago law 
firm of Brundage & Short. Mr. Short 
represented Bankers when that com- 
pany beat the FTC on the merits of 
the FTC allegation of false and mis- 
leading advertising. 
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Blue Cross D. C. Rate 


Rise Provokes Furor 

The equity of the 42% Blue Cross 
rate increase in the District of Colum- 
bia has been questioned by Sen. Beail 
of Maryland, who stated that the rise 
indicates that the plan will no longer 
operate on a non-profit basis or that 
it has not only operated on that basis 
in the past but at a substantial loss. 
The AFL-CIO has also protested the 
increase. Senator Beall has asked D.C. 
Commissioner McLaughlin to consider 
feasible corrective action. 

Blue Cross is not subject to D.C. 
insurance laws. D.C. Life Underwrit- 
ers Assn. has declared that it is not in 


the public interest to have rate mak- | 


ing and other policies of such a large 
insurer outside the scope of regulatory 
authority. Superintendent Jordan con- 
tended that Blue Cross is not an in- 
surer but a civic enterprise. Handling 
of its affairs is a legislative question 
for Congress to decide, he stated. He 
added that A&S rates of private in- 
surers are not regulated in most 
states. 


Southwestern Life Has 
New Family Policy 


Southwestern Life has a new family 


policy which provides coverage for 
additions to the family at no increase | 


in premium. 


bers of the family have term, with 


the option of converting to permanent © 


coverage at a later date. 
Noted by the company as a distinc- 
tive feature is the extension of the 


conversion privilege of children insured | 


under the contract to age 25 for an 
amount up to five times the original 
coveragi> 


Woodmen Circle Adds 
New Payor Benefits 


benefit on adult certificates, which 


will assure waiver of payment on his | 
wife’s certificate for a specified num- — 
ber of years in event of his death or 


disability. 

The payor on junior certificates now 
may be either a father or mother. 
Certificates include a waiver of pay- 
ment in the event of the payor’s death 
or total and permanent disability. 

These benefits are available at no 
increase in rates. 

Woodmen Circle will also offer two 
new certificates at reduced rates—an 
ordinary life plan and a 20-year en- 
dowment plan, each with a minimum 
of $5,000. 

Distribution of savings has _ been 
liberalized. Woodmen Circle will now 
distribute savings after certificates 
have been in force only two years, 
rather than at the end of three years 
as in the past. The new liberalization 
applies to certificates which have been 
in force two years on or after Jan. 1. 


Herbert Frahm To Head 
St. Louis Life & Trust Men 


Herbert M. Frahm, Mercantile Trust | 
Co., has been elected president of St. 
Louis Life Insurance & Trust Council, | 
succeeding Richard T. Stith Jr. of New 
England Life. 

Other officers named are: J. Harry 
Veatch, Northwestern Mutual, vice- 
president; Norbert F. Amico, St. Louis 
Union Trust Co., secretary, and John 
O. Shields, Connecticut General, treas- 
urer. Elected to the executive commit- 
tee are Robert E. O’Brien, New Eng- 
land Life, and Waldemar B. Due, Se- 
curity-Mutual Bank & Trust Co. 
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Merger Of Southern 
Fund With American 
Investors Planned 


American Investors Corp. of Nash- 
ville, insurance holding company, has 
projected a merger with Southeastern 
Fund of Columbia, S. C., and will 
present a merger proposal to a South- 
eastern stockholders meeting to be 
held about Aug. 8. 

Under the terms of the proposal, 
Southeastern stockholders of record 
June 30 would receive a 10% stock 
dividend and exchange Southeastern 
stock for American Investors stock on 
a share-for-share basis. 

Southeastern, described as the larg- 
est mobile homes finance company, 
has two subsidiaries, Financial Life & 
Casualty Co. and Investors Fire Insur- 
ance Co. 

The purchase of Southeastern would 
give American Investors five fully 
owned operating subsidiaries. Its pres- 
ent affiliates are American Investment 
Life and American Investment Life of 
Maryland. 


' Organized At $6.4 Million 


American Investment Life, organiz- 
ed last fall and beginning operations 
in April, reportedly sold 3.2 million 


‘ shares of stock at $2—said to be the 


largest single financing on record for 
anew life company—and $5 million of 
in its first eight 
weeks. 

Southeastern Fund and its subsidi- 
aries, with total assets of $8.5 million, 
are licensed in 11 southern and border 
states. American Investment Life now 
is licensed in five states. Under the 
purchase agreement it is possible that 
American Investment Life could 
automatically operate under South- 


/ eastern licenses without the waiting 
' period required in some states after 
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' application is made for license. 


American Investment Life now oper- 
ates in Maryland, Kentucky, Tennes- 
see, Louisiana and South Carolina, and 
has applications pending or planned 
in the District of Columbia, Virginia, 
Georgia and California. 


Lincoln Liberty Life Is 


Bought By Texas Insurer 
(CONTINUED FROM PAGE 1) 

by Joseph Albin, now chairman, whose 

son, Donald, is president. Prior to the 

merger it had $107 million in force 

and capital and surplus of more than 

$314 million. 

Consolidated American was incor- 
porated in 1955 and in three years 
has put on $40 million. It started with 
capital and surplus of $5.3 million. It 
has been operating in Texas, Louisiana 
and Oklahoma. Consolidated American 
has acquired Lincoln Liberty stock 
from individual holders in the last two 
months and owns 73.25%. The merger 
agreement provides that Lincoln Lib- 
erty will retain its name and will have 
a home office building at Lincoln. 
Authorized capital is $2 million of 
which $1.4 million will be issued and 
outstanding on completion of the mer- 
ger. Par value of Lincoln Liberty stock 
vill be reduced to $1 and the present 
stockholders of Lincoln Liberty will 
receive in exchange for each of their 
4,000 shares of stock now held 156,775 
Shares of the reissued $1 par stock. 

The $1 million of Consolidated 
American capital is divided into 1,407,- 
360 shares of no par common, and 
Consolidated American stockholders 
will receive as their exchange .54908 
Shares of the reissued Lincoln Liberty 
common for each Consolidated Ameri- 


LIFE INSURANCE EDITION 


can share and in addition will receive 
a proportionate number of reissued 
shares which otherwise would be 
issued to Consolidated American, re- 
presenting the amount of Lincoln 
Liberty stock now held by Consolidated 
American and reissued on the same 
basis of 156,775 shares as Lincoln- 
Liberty stockholders’ will receive. 
Fractional shares may be bought from 
or sold to the company on the basis 
of $6.70 a share. 

It is anticipated that Lloyd M. 
Bentsen Jr., president of Consolidated 
American, will be president of Lincoln 
Liberty, Joseph Albin will continue as 
chairman, and Donald Albin will be 
senior vice-president. 

The merger agreement will be put 
up to the stockholders at a _ special 
meeting July 24. 


Bankers National Life 
On Department Griddle 


(CONTINUED FROM PAGE 1) 

the “board of directors has on a num- 
ber of occasions specifically relin- 
quished its authority to manage the 
affairs of the company.” He charged 
also that the company failed to keep 
proper accounting or records of vari- 
ous transactions and that in some 
instances it followed the practice of 
withholding premium notices to cer- 
tain policyholders to cause the policies 
to lapse. 

Mortgage loans were involved in a 
number of allegations against the 
management, with a number of them 
going to corporations owned or con- 
trolled by Mr. Brooks and his asso- 
ciates. The order also listed purchases 
of stock in various insurance com- 
panies, charging that some of it “was 
not an authorized investment.” In all, 
some $5,065,070 of the company’s as- 
sets have been questioned, but Mr. 
Harrison did not allege insolvency. 

Mr. Brooks and National Bankers 
Life figured prominently last year in 
the investigations of the defunct ICT 
of Dallas, and only recently Mr. Brooks 
was named, along with BenJack Cage 
of the ICT empire, as one of some 143 
defendants in a recovery suit for $15 
million filed by the receiver for ICT. 


Board Backs Officers 


National Bankers Life of Dallas has 
sent out a press release in connection 
with the action, saying: At the board 
of directors meeting of National Bank- 
ers Life, July 7, Lester F. Hall, presi- 
dent, discussed the entire show cause 
order item by item and discussed 
thoroughly the entire matters that 
were questioned. 

Mr. Hall and Miss Gregory volun- 
tarily left the meeting in order that 
the question could be determined by 
those directors who are not connected 
with the company on the day to day 
operation or act in behalf of the entire 
board to either give Mr. Hall and Miss 
Gregory a vote of complete confidence 
or accept their resignations. 

After full consideration of the entire 
matter, “this committee expressed 
their complete confidence in the integ- 
rity and ability of both Lester F. Hall 
and Mildred E. Gregory and requested 
that each member of the board join 
them in giving the two officials a 
unanimous vote of complete confi- 
dence. It was unanimously so voted by 
the entire board that both officials 
remain in their present positions.” 

The board also voted and instructed 
the officers of the company to engage 
counsel to represent the company in 
all matters pending before the board 
of insurance. 


Harold M. Stew- 
art, retired execu- 
tive vice-president 
of Prudential, is 
flanked by four 
life company pres- 
idents after receiv- 
ing distinguished 
service award from 
Newark CLU 
chapter. From left, 
Carrol M. Shanks, 
Prudential; Rich- 
ard B. Evans, Colo- 
nial Life; Mr. 
Stewart, John 
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Brundage, Bankers National Life, and John Cameron, Guardian Life. 








Public Life Absorbed By 
National Life & Casualty 


Public Life of Phoenix, controlling 
interest in which was acquired by 
National Life & Casualty of Phoenix 
in 1956, was wholly absorbed by Na- 
tional Life & Casualty as of June 30, 
1958, and Public Life ceased to exist. 
Insurance in force of $5,577,527 as of 
Dec. 31, 1957, was wholly reinsured 
and all liabilities of Public are assumed 
by National Life & Casualty. Robert 


H. Wallace, who was president of 
Public, is also president of National 
Life & Casualty. 


N. J. ‘Agent Of The Year’ Named 

Russell T. Mutschler of Merchants- 
ville, N. J., has been named “life un- 
derwriter of the year” for 1958 by 
New Jersey Life Underwriters Assn. 
The basis of the award was “outstand- 
ing performance in life insurance sales 
and services combined with notable 
community activity.” 











Specific Expansion Plans 


Planned expansion into new territories, and extension of 
services, supplies agents with exclusive new ways to serve 


insurance buyers . . 


. opens the way to management 


careers. Agents choose their field . . . Cal-Western Life 


supplies the opportunity! 











—for men with vision... going places: 


For men with their eyes fixed on the 
stars of achievement... 
elers’ Life presents a challenge—and 


such rewards as 


Prestige; American Travelers’, 
backed by a depth of experience in life 
underwriting—is a company you'll take 
pride in representing! 

American Travelers’—a company you can go with—a company you can grow with! 


MERICAN 


1512 NORTH DELAWARE STREET = 





American Trav- 
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“™ 


Profits; Every American Travelers’ 
policy is full of “you attitude’ benefits 
which help you se// more . . . profit 
more! 


Progress, All of our efforts, plan- 
ning and strategy are fixed on a point in 
infinity . . . a point we can reach only 
through Progress! 


For details 
write Roy A. Foan, 
President 





INDIANAPOLIS 2, INDIANA 
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Expense Limit, Growth Comparison Supported [™,.°; 


(CONTINUED FROM PAGE 4) 


offered to the public by most of the 
non-New York companies as compared 
with that offered by the New York 
licensed companies. There are excep- 
tions, but by and large there is no 
comparison. And I venture to say that 
you carry all your personal insurance 
in New York licensed companies. Can 
I be wrong? 

I hope Mr. McHugh [counsel of the 
subcommittee that is investigating 
state supervision of insurance] will 
get some good advice from others to 
counteract whatever effect a possible 
reading of your article may have had 
on him.” 


Here is a condensed adaptation of the 
editor’s reply: 

Naturally, no fair comparison can be 
made between the percentage growth 
rates of a new, very small company 
and a large, long established one. That 
is why I limited the comparison to the 
top 50 companies in insurance in force. 
With one exception, none of these 50 
companies had less than $450 million 
in force at the beginning of the 10-year 
comparison period. 

To call such a comparison invalid, 
when it is based virtually entirely on 
companies with approximately half a 
billion or more in force at the start of 
the period seems a little like trying to 
discount a comparison of growth rates 
of, say, Metropolitan and Prudential 
on the ground that Prudential is smal- 
ler and newer. 


Looking At Auto Business 


I am not familiar with the steel or 
airline companies but let’s look at the 
automobile business: It’s true that a 
custom automobile builder putting out 
a dozen cars a year could easily show 
a percentage increase that would be 
fantastic and yet have no significance. 











TAKE THE JOB OUT OF 
SELLING! 


It takes less time—less effort to lead your 
prospects to a 
Casualty’s top-notch sales aids. 

Yes, National meets today’s demands with 
modern sales methods as well as the 
finest Disability Income, Hospital and 
Surgical coverages for the Individual, 
Family, Franchise or True Group case. 











Guaranteed Renewable Policies Available! 


Establish and build your own Direct Agency—highly 
attractive agency appointments in select territories 
now available. Write today for full particulars — 
Address: Accident & Health Div., National Casualty 
Company, Detroit 26, Michigan. 
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So I think that while a certain 
minor degree of distortion may bekj 
introduced in a comparison of life 
companies of different sizes, we can 
hardly escape this conclusion: When; 
there is such a marked difference 
between the growth rates of New York 
licensed companies and the non-New 
York licensed companies among _ thejj 
top 50 there is ground for believing 
that the restrictive New York statutes 
have something to do with it. 

Tending further to confirm this is a 
comparison of the ways that the top 50 
companies have moved up and down 
the size-ranking ladder in the last 
decade. Taking the 50 highest com- 
panies in insurance in force as of Jan, 
1, 1948, there were four that had the 
same rank 10 years later. 

If we eliminate Old Republic Life 
and Cuna Mutual because of their 
heavy preponderance of creditor in- 
surance business, we find that of the 
remaining 24 New York licensed com-' 
panies in the top 50, six moved up the/ceompara 
ranking ladder, whereas seven of thehwhom it 
19 companies not licensed in New York’¢a]] on <¢ 
moved up one or more places. Thegown co 
other 18 New York licensed companies, | gon 
moved down one or more places where-(¢ost_ lim: 
as 12 of the non-New York licensedkg high 
companies moved down. These com-qwoyld 1 
parisons are based on each company’§nsyranc 
total writings. ent witl 
50% More Moved Down Ladder  jistead 


; eee ight h 
What seems particularly significant’ ay. Th 


is that 50% more New York licensedkport as 
companies moved down the laddetiiuty not 
than did non-New York licensed com-}o¢ eno 
panies. hich in 
Seeking to compare growth rates Olificient i; 
as nearly a like-with-like basis asbfter thi: 
possible, I took the rankings of 2) 
years ago and compared the perfor-@Can “Aft 
mances of several non-New York’ “on 
licensed companies with what hai, This Gh 
been accomplished by the New York) *ordir 
licensed companies nearest in size to ost ula 
each of the non-admitted companies gg ex 
For example, the company ranking)“ sho 
No. 10 on the 1938 ranking tablefSt of 
(standings as of Jan 1, 1938) was the jargely 
largest non-New York licensed comg ense 
pany on the list. Twenty years later if —_ e 
still ranks No. 10. But the companies et 
immediately above and below it 2 “44 or 
years ago now rank 13th and 2lst 6 a 
respectively. se ws 
Going down the 1938 ladder, the it) 
next two non-admitted companies ith ¥ 
ranked 19th and 20th. No. 19 jumped oe 
to 10th place in 20 years while No. 20 wea IP, 
dropped two places. But what happen- — 
ed to the New York licensed companies { “ea 
immediately above and below them Fou h 1 
No. 18 is down to 37th place and No} an 
21 is down to 28th. | There . 


Drops Seven Places Bll comp: 


The next non-admitted company, Notion co 
22, dropped seven places, the same aspamles v 
the admitted company immediatelyF™ush t 
above it in the 1938 list, while theg? be ma 
admitted company next down the list, Pperate ¢ 
No. 23, dropped only three notches — ex 

The company ranking No. 24 in 1938g"tY cont 
was a non-admitted company andg As far 
climbed to 20th place in 20 years, whileg'*cticut — 
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the New York licensee next above 
it, as already noted, went down three 
Inlaces—and company No. 25, a New 
ork licensee, went all the way from 
95th down to 42nd place. 

The non-admitted insurer ranking 
oith in 1938 is No. 16 now. The New 
ork licensee immediately above it is 
the one that went from 25th to 42nd 
place. The New York admitted com- 
many next below No. 27 went from the 
30th rung down to No. 53. 

True, the comparisons would be 
tmore significant if group and indus- 
rial were excluded and more compan- 
ies Were compared. I hope to make 
such a tabulation but it will take more 
ime. However, in general, the smaller 
he company the more it is held back 
py New York’s acquisition cost limita- 
ions, so it would be natural to expect 
hat aS we move down the ranking 
able the contrast between the growth 
rates Of New York licensed and un- 
licenced companies would show up 
even more strikingly in favor of the 
mon-admitted companies. 


Disagrees On Gratitude 


As for being grateful to New York 
for holding down this cost of life 
insurance so the average person “can 
afford it,’ I think that you and I are 
in basic disagreement. I believe it is 
more important to society to offer 


fevery reasonable incentive to the sell- 


ing of adequate amounts of life insur- 
ance to the greatest possible number 
of breadwinners who need it than it is 
to force companies to keep acquisition 
costs down for the benefit of the 
comparatively well heeled persons 
whom it is worth an agent’s while to 
call on at the present artificially held- 
down commission rates. 

I don’t believe lack of acquisition 
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and No! 


instead of every other year, 


cost limits would push insurance costs 
so high that the “average person” 
ould not be able to “afford” life 
nsurance. He might have to be con- 
ent with a new car every three years 
or he 
ight have to scrimp in some other 
ay. The “average person” falls as far 


short as he does in his life insurance 


duty not because of cost but because 
ed com-; 


ot enough selling is done on him— 
hich in turn can be traced to insuf- 
icient incentives for the agent to go 


mater this class of business. 


an “Afford” Other Costs 


This “average” citizen has no trouble 
‘affording” the tremendous acquisition 
ost percentages in many major and 
inor expenditures. He takes in stride 
he shocking first-year depreciation 
ost of a new car, which is really 
argely acquisition cost because the 
pxpense of frequent model changes is 
almost entirely for sales appeal. 

Therefore, why should the state of 
ew York wall off life insurance from 
he operation of economic law and 
bay, “You can throw away your dough 
pn anything you like, but on the one 
ital necessity that you’ll never buy 
ithout skilled and persistent sales- 
anship, we’re going to limit the sales 
Pxpense to whatever, in our svecia! 
visdom, we consider to be sufficient. 
f this results in your not buying 
Phough life insurance, that’s just your 


#ough luck—or rather your widow’s.” 
) There is no basis for believing that 
#ll companies would jump their acqui- 


ny, No. 
ame as 
»diately 
ile the 
the list, 
10tches. 
in 1938 
ly and 
s, while 


ition costs just because some com- 
panies would be permitted to pay 
Pnough to sell in markets considered 
0 be marginal now. Many companies 
bperate considerably below the New 
York expense ceilings. Why shouldn’t 
hey continue to do so? 

As far as Massachusetts and Con- 
€cticut are concerned, I don’t know 
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how many companies are licensed 
there. Perhaps those states have arro- 
gant extraterritorial laws, too, but New 
York’s seem to be in a class of their 
own. As for buying from New York 
licensed companies, it happened that 
I was living in New York when I 
bought my insurance. But there is no 
lack of non-admitted companies that 
I would be happy to be insured with— 
companies with excellent net costs 
and favorable policy provisions. How- 
ever, the point is not what you or I, 
as presumably sophisticated buyers 
would do. We would contrive to buy 
life insurance even if nobody came to 
sell us. But what about the fellow who 
isn’t going to buy unless he is sold and 
who isn’t going to be sold if it isn’t 
worth an agent’s while to sell him? 

I am not a New Yorker and do not 
live in the state, which may be one 
reason why I do not feel that New 
Yorkers have some special brand of 
wisdom that qualifies them to legislate 
for the rest of the country on life 
insurance acquisition costs. But basi- 
cally I think my feeling about New 
York’s section 213 is that I believe 
life insurance is far too big and im- 
portant to society to be held back in 
its essential job by one state’s arbi- 
trary and archaic notions on how much 
the job of getting the people protected 
is worth. 


Future Looks Brighter, 
Spokane Agents Advised 


The second quarter looks bright, 
and 1959 and 1960 look even brighter, 
Frederick A. Schnell, vice-president 
of Prudential’s Los Angeles regional 
home office, told a special meeting of 
Spokane Life Underwriters Assn. 

Mr. Schnell stated that his own 
company’s economists were so opti- 
mistic that considerable expansion of 
operations was planned. Noting that 
consumption of goods and services is 
close to what it was a year ago, Mr. 
Schnell said that in “1959 and 1960 
this nation will experience the greatest 
boom ever spurred on by the population 
explosion. The economy is in a strong 
position, with savings, including life 
insurance, at high levels.” 

At the meeting Melvin Kaylor, 
Central Life Assurance, was elected 
president; Harwood J. Tibbits, Mutual 
Benefit Life, vice-president, and 
Eugene Goodwin, Occidental Life of 
California, secretary-treasurer. Lloyd 
Evans, and Edward A. Biersdorf, were 
installed as directors. 


Minneapolis Life Agents 
Elect Officers For ‘58-59 


Newly elected officers of the Min- 
neapolis Assn. of Life Underwriters 
are Harold Van Every, Bankers Life 
of Iowa, president; Hal S. McIntyre, 
Northwestern Mutual, John Baldwin, 
Connecticut Mutual, Donald L. Bennett, 
Manufacturers Life, and Arthur E. 
Larsen, Provident Life of North Dakota, 
vice-presidents; Florence Axelson, 
State Mutual, secretary; J. A. Chelgren, 
North American L. & C., treasurer; 
Henry N. Ulrich and Lynn M. Elling, 
Lincoln National, directors; and Fran- 
cis R. Olsen, Northwestern Mutual, 
trustee. 


Chicago Life Unit Elects 


North Shore branch of Chicago Assn. 
of Life Underwriters has named 
Charles W. D. Gryse of Northwestern 
Mutual Life as president to succeed 
Henry C. Bauer of Prudential. 

Other officers named were: Keith 
MacKenzie, Massachusetts Mutual, 1st 
vice-president; Franklin C. Tyson, 


Connecticut General, 2nd vice-presi- 


dent; Glenn L. Felner, Aetna Life, sec- 
retary, and William G. Manbeck, New 
York Life, treasurer. 


YOU Can Start a Chain Reaction of Sales. . . 


by Joining the March to N.A.A.1.C.* 
Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and Act! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 


There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions ... 
Level A&H Renewals 

No Branch Offices 

To Compete With You 
Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 
Extra Incentives to supplement 
your production achievements. 
If You Are Interested In Making Money 
—Not Just Today But Years From 


Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 



















*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 
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FOUNDED 1886 


American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT + HEALTH 
209 SOUTH LA SALLE STREET + CHICAGO 4, ILLINOIS 
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For complete, 


| Bank Bldg. 

—a oo Life Underwriters: 
RENEWAL GUARANTY CORPORATION { 
2323 First National Bank Blidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
obligated in any way. 
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Building Brokerage Calls For Planning And Work 


pattern I'll try to outline here is 
followed by just about every general 
agent I know who has made a con- 
spicurus success of building a profit- 
able life production from general in- 
surance brokers and agents. 

One general agent or supervisor can 
handle up to, but seldom more than 
25 active brokers—men he sees fre- 
quently, and with whom he does a 
considerable amount of field work. 
Let’s call this group his class A brok- 
ers. 


At Least 50 Class B Brokers 


In addition to class A, he will also 
have at least 50 (usually 100 or more) 
class B brokers. These are brokers who 
are, preferably, under contract; who 
get all of the agency’s mailings; and 
who are seen at least once and phoned 
at least four times during the year. 


(CONTINUED FROM PAGE 5) 


As a rule, class A brokers will pro- 
duce 75 to 80% of the agency’s total 
volume from general insurance sourc- 
es. The remaining 20 to 25% is what I 
call “float” business from class B 
brokers—the occasional order for life 
insurance I’ve already listed as prob- 
ably unprofitable, but important to the 
general agent because most of his 
class A brokers come from his class 
B list. 

An agency with 25 class A and 100 
or more class B brokers will usually 
pay for from $2 to $5 million of busi- 
ness, with the average somewhere 
between $3 and $4 million a year. This 
wide spread is due to: (1) a consider- 
able variation in the buying power of 
the individual broker’s insureds; and, 
(2) to the type and character of busi- 
ness the agency is set up to develop. 
If most of a broker’s insured are in- 
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40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
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WANTED 
A DIRECTOR OF TRAINING 


We are looking for a man who has been successful in the life insurance business as an 
agent and possibly in agency management, but who now wants the challenge of taking 
charge and expanding the training department of a company with over $1 billion 
insurance in force. The man we are looking for should be between the ages of 30 and 


40, personable, able to supervise others, and to handle executive duties. 


If you are interested in this challenging opportunity to move ahead in the life insur- 
ance business you may be the man we are looking for. Replies will be held in strict 
confidence. Write Box B-21, c/o The National Underwriter Company, 175 West 


Jackson Blvd., Chicago, Illinois, giving complete details about yourself. 








Overseas Opportunity 


Experienced agents and supervisors with proven produc- 


tion record needed by a New York Life Insurance com- 


pany expanding its sales to American military personnel 
in England, West Germany, France, Italy, Spain and North 
Africa. Submit photo and resume of qualifications to Box 


#B-43, c/o The National Underwriter Co., 175 W. Jackson 


Blvd., Chicago 4, II. 











AGENCY EXECUTIVE 


Challenging opportunity for man with ambition 
and initiative to be in charge of and to direct 
agency operations of old established midwestern 
Life and Accident Company. Should have thor- 
ough knowledge of all agency department oper- 
ations plus ability to promote sales and to 
direct and organize. Excellent starting salary 
with an even greater potential. Submit complete 
résumé, recent photograph, age, experience and 
present salary. Apply in complete confidence to: 
Box B-25, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











AGENCY SUPERINTENDENT 


dividuals working for salaries or wages 
who give him little but automobile 
and household coverages to place, his 
life sales are apt to be packages of 
moderate size. It is also true that if an 
agency is primarily interested in pack- 
age promotion, it is not apt to attract 
brokers whose insured have tax and 
business problems involving substan- 
tial amounts of life insurance. 


Average Figures Meaningless 


Average production per source fig- 
ures are nearly always meaningless, 
except as a rough indication of what 
can be expected in total results from 
an organization. From what I have 








Wanted... 
Training 
Director 


Who is capable of building his own pro- 
gram from the ground up. Must have 
successful background in training and a 
minimum of five years experience in the 
field. Age 28-44. 


The opportunity is open with a new com- 
pany offering all of the right advantages: 


© Young, progressive management, 
chance of a lifetime 

© Full portfolio 

© $400,000,000 parent corporation 


© Complete employee benefits in- 
cluding corporate profit sharing 


© Los Angeles Home Office 
The salary is open 


Also needed—Superintendent of Agencies, 

California territory. Must have successful 
record in recruiting and training in the 
field. 


PACIFIC FIDELITY 
LIFE INSURANCE 
COMPANY 


621 South Hope Street 


Los Angeles 17, California 


WAYNE J. HERRING, C.L.U. 


Director of Sales 








This is a message to a successful Life ‘ 
CLU, who has gone on to produce a record as 
an agency supervisor. 

We cre an Ohio Life, Accident & Health, Hos- 
pitalization company, well established (41 yrs.), 
financially sound, who have reorganized our 
agency organization and now need a man who 
can build and produce. 

Here is a wonderful opportunity for a builder 
where success will assure an expanding position 
and earning level. 

Starting salary will be in the five figure bracket. 
In confidence send complete résumé with photo 
to Box B-38, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





HOME OFFICE GROUP ADMINISTRATOR 
Challenging opportunity in new group operation 
for man who can install and supervise home 
office internal operating procedures for both 
group life and group A & H. Experience should 
include designing of forms, handling of claims 
procedures and billing procedures, writing of 
operation manuals, etc., or at least close simi- 
larity with these subjects. Give full details of 
experience, education, personal data, salary ex- 
pected and reference, and enclose recent photo. 
Replies held confidential. Our employees know 
of this ad. Write Box B-45, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 











cago 4, Ill. 








July 12, 195% 
july 12 


seen, I would say that in an ar¢ 
with a good concentration of succesgkistance, 
ful businesses (say with a_ goingt least 
worth of from $25,000 to $500,000) ang all c 
a reasonable number of people witlthe resu 
some means, other than what they eargthat last 
from day to day, the average sales qj can’t + 
class A brokers will run to $100,000 ogon a goc 
more a year. (Some agencies get igplus the 
excess of $200,000 per man from thejgwho ar¢ 
class A brokers, and I happen to knoypelieve | 
one agency that received $4 milliogyear pr 
from six sources, but for planninghalf-mil 
ps age the $100,000 figure is abo nifficult 
Finding and developing 25 class 4 yakin 
brokers is not an easy assignment, ng prospect 
is it one that can be completed in jiion pot 
short time. However, comparing th more di 
experiences of men who have dotiine full. 
both, I’d say it requires nO mommarkets 
screening and no more supervisotected te 
time to find, sell and direct five clagness, Th 
A brokers than it does to find angi, made 
bring along one full-time agent capab| buying i 
of producing the same $500,000. le in 
And measured in terms of net proff narket 1 
to the general agent, I would expeg ¢ «jfs” | 
the five brokers to produce a somewha 7 supp 
higher return, and I would also expeg scounts 
them to continue doing it for a longa yjiding 
period than the one full-time man4pokerag, 
and I have six reasons for this admitjpt the c 
tedly controversial evaluation: producer: 
Six Reasons Listed strong in 
It can | 
1. General insurance brokers do n dency, tc 
require financing. men—an« 
2. They are not housed (or, in thi actually 
rare instances where they are, theicomes to 
pay for their space and for any set) agencies 
vices furnished). actly the 
3. Except for proposals (which maj most lite 
general agents of course furnish theilis a speci 
full-time men) there is little or nj A frien 
increase in the agency’s operatinj time mer 
costs, of course, but for a given bloc) peen wit 
of new business these should be weight of t 
higher than the supervisory costs oj than $500 
the production of full-time men—ani zation tog 
in some instances they will averag)<idered m 
less. ee all of the: 
4. Recruiting is usually les#into the : 
costly, for the reason that the generi passed ov 
agent knows where to find his pr) eyen anxi 
spects—and because it is fairly eas 
to measure a general broker’s potenti Slow Buil 
as a source of life production. (On} «They , 
factor that makes for lower supeét explains. 
visory costs, mentioned in the la gone it hz 
paragraph, is that when joint selling of, Today 
is undertaken there are apt to Moach othe 
fewer dry runs; normally, a broker§ This is 
much closer to his insured than a ne¥ ora] agen 






full-time man is to his prospects.) 100 broke: 
Less Likelihood Of Overselling two or th 
which giv 


5. Persistency is usually better, b# tenth of | 
cause of the general broker’s conti} these prol 
uing close relationship with his it} few excey 
sured; by training he is very conscio any time! 
of the importance of collecting renew across the 
premiums; and there is also somewh4 about life 
less likelihood of over-selling. sured does 

6. There is less chance of losing : buy a poli 
established general insurance brokéjq man w 
because he is seldom interested give them 
becoming a general agent, manage] He's thir 
or supervisor—and because he is aa few o; 
to depend more on the advice a course he 
service of the general agent than § only a fe 
the career agent who feels he has signed. 
made. What rn 

The statement made in paragral? what seem 
4, that it is fairly easy to estimate # nored thro 
general broker’s life insurance pote} a broker 
tial, may stand some explanation. If¥ doesn’t fit 
broker has 300 or more insured, payil§ liability a 
him enough in commissions or propel} shouldn’t ] 
and casualty premiums to give him§ same selec 
good income, then he has a minimv§ that he ha 
life potential of $100,000 a year. time men i 
averages, his 300 insured will buy UM a reasonab 
wards of $500,000 every year, and wi I know he 
the general agent’s direction and 4% cies, he’d 

brokers, sq 
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an «are 

successkistance, he should be able to control 
a goingt least one-fifth of that volume. (As 
000) angn all discussions of averages, or of 
yple witkthe results a man should account for, 
they ecargthat last is an assumption, and it’s one 
> sales qf can’t document. However, it’s based 
00,000 ofn a good deal of personal observation, 
s get jigplus the opinions of a number of men 
‘om the#who are active in this field—and I 
to knowpelieve the one-in-five-will-buy-each- 
| milliogyear premise on which I based the 
planninghalf-million figure is reasonable.) 


is abo 























Difficult To Estimate Production 


class 4 Making a comparable estimate of a 
nent, Ndyrospective full-time agent’s produc- 
ted in Jrion potential is, I think, substantially 
ring thimore difficult. Both the broker and 
ve dor the full-time candidate have natural 
10 MOMmarkets in which they will be ex- 
eTviSO nected to sell most of their life busi- 
ive Cla¥ness. The broker’s market, however, 
‘ind an§i;made up of people who are already 
| capabliyying insurance from him; the peo- 

le in the full-time man’s natural 
et proffmarket may buy from him, but a lot 
1 expeg ot “ifs” hedge that “may.” 
ymewh4 | suppose that no one factor ever 
O €xpe¥ accounts for the success of an agency 
a longdpyilding project—whether full-time, 
> MaN}prokerage, or a combination of both— 
3 admit} pyt the care with which the individual 
producers are selected certainly has a 
strong influence on the end result. 

It can be argued that there is a ten- 
$s do nijdency, today, to over-select full-time 
‘'men—and perhaps, here and there, it’s 
actually happening—but when it 
comes to brokers, in a majority of the 
fagencies with which I’m familiar ex- 
actly the reverse is true: There is al- 
most literally no selection at all. Here 
is a specific instance of what I mean: 

A friend of mine has about 20 full- 


’ in th 
"e, the 
ny ser 


ch ma 
sh_ thei 
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eratin§ ime men under contract; nine have 
nN bloc} peen with him two years or. more, and 
be Meight of the nine are paying for more 
osts 0} than $500,000 each. To put his organi- 
N—al§ zation together, he has seriously con- 
Averagi sidered more than 300 candidates. Not 
all of these men were willing to come 

les} into the agency, but I know that he 


gener passed over a great many who were 
IS pl) even anxious to go to work. 


ly eas 
Slow Building Pays Off 


otentiz 
(On “They were just not our type,” he 
SUPéll explains. “Building the way we’ve 
1€ las done it has been slow, but it’s paying 
selling off, Today, we’ve got a team—we like 
to Mf each other, and we work together!” 
oker'§ This is wonderful. The same gen- 
a NG eral agent, however, has more than 
cts.) 100 broker contracts in force (all but 
two or three I’d rate class B-minus) 
*which give him, all told, less than a 
er, tenth of his agency’s production. Of 
-ontit these brokers he says: “With just a 
US I few exceptions, give me the mumps 
AScloy any time! They won’t go as far as 
NEW across the street to talk to someone 
1ewhs about life insurance, and if an in- 
; sured does call up and say he wants to 
ing 4} buy a policy, I’m expected to furnish 
roke§ a man who'll do the leg-work and 
ted § give them the commission.” 
nage} =He’s thinking of terminating all but 
1s Wa few of these contracts—and of 
€ a course he should. It’s also true that 
nan ¥ only a few should ever have been 
has § signed. 

What my friend overlooked, and 
grap what seems to be too frequently ig- 
nate @ nored throughout the business, is that 
potel}a broker who isn’t interested and 
1. If} doesn’t fit is just as much an agency 
ay liability as the full-time man who 
opel} shouldn’t be hired. Had he used the 
him@ same selection standards for brokers 
imu§ that he has applied to bringing full- 
r. “§ time men into his organization, or even 
ly Ul a reasonable facsimile, based on what 
1 wi I know has happened in other agen- 
id 8@ cies, he’d now have at least 10 class A 

brokers, some others in class B who’d 
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be worth bringing along, and he’d be 
getting some sound, profitable produc- 
tion. 

Actually, the selection of brokers 
can be less rigid than full-time selec- 
tion in two respects: The broker is not 
going to be housed in the agency of- 
fice, therefore the possibility of per- 
sonality clashes with the existing 
organization doesn’t have to be con- 
sidered so carefully; and, as the broker 
will not be financed, the general 
agent need not be so much concerned 
about how quickly he can get him into 
sustained production. 

This is probably not the place for a 
detailed discussion of broker selection 
standards, but this observation may 
be worth wedging in. Just as it is often 
easier to sell a man who needs it and 
can afford $50,000, than it is to per- 
suade someone lower on the economic 
ladder to take on $5,000, so it is with 
brokers. A general agent who is in a 
position to supply the know-how it 
takes to fit life insurance into the fi- 
nancial planning of successful individ- 
uals and businesses has a service to 
offer which is much more important 
to the broker with well established 
individuals and firms as insured, than 
it is to the broker who makes his liv- 
ing chasing automobile renewals. It 
makes sense, then, to go to the most 
successful broker first. (And “most 
successful” does not necessarily mean 
“biggest.” Often, one-man agencies are 
doing better, proportionately, than the 
very large firms.) 

And, because it’s a lot easier to talk 
about “going to successful brokers 
first” than it is to pick them out of 
listings in the yellow pages of the 
phone book, here is one how-to 
suggestion: 


Way To Find Best Brokers Told 


A supervisor who has built a unit 
which consistently pays for more than 
$2 million tells me he has found most 
of his best brokers in this way: He has 
made it a standing practice to ask 
every business man he meets for the 
name of the broker who “handles your 
firm’s property and casualty insur- 
ance.” He says, too, that he tries to 
meet at least a couple of men, every 
week, for this purpose alone. 

Once in a while, a broker will be 
mentioned whom the supervisor al- 
ready knows, but in every instance he 
tries to find out all he can about the 
service this particular insured is re- 
ceiving, and how close he feels to the 
broker. He says he has yet to be 
turned down by anyone he’s asked for 
this information. 

“The thing is,” he adds, “if I’m 
talking to a man who’s running a 
good business, I can be very nearly 
certain the broker who handles his in- 
surance is equally successful in his 
field—so I not only get a name, I get 
what amounts to a rating at the same 
time.” 


Gives Approach To Broker 


Frequently, his approach to the 
broker whose name he has picked 
up in this way will be: “I want to do 
some business with Henry Hamilton 
and the Ajax company, but I always 
work through a broker—never direct. 
I had a talk with Mr. Hamilton the 
other day, and from what he tells me, 
you’re the man I want to know .. .” 

In building a producing organiza- 
tion of class A and B brokers, I know 
of nothing that will replace face-to- 
face selling—first to and then for the 
broker. Bulletins, broadsides, company 
literature—these things all help; but 
they will not get a broker into con- 
tinuing production, any more than they 
will take over the job of hiring, train- 


ing and supervising a full-time man. 
I can speak with some authority on 
this, for I earn a substantial part of 
my living writing letters about life 
insurance which general agents send 
to brokers. I think they’re good let- 
ters, too—but without the backing of 
strong personal contacts they’re sim- 
ply not worth the postage it takes to 
mail them. This need to see and work 
with the broker, in person, creates 
problems—and some of them can be 
perplexing. 


Know When To Drop Broker 


Many general brokers never be- 
come anything but centers of influence 
—hbird dogs, if you will. This often 
means a general agent can’t afford 
the time it takes to deal with them. 


Knowing when to make the decision’ 


to drop a broker is likely to be the 
principal difference between the gen- 
eral agent who makes money in this 
field, and the one who finds it un- 
rewarding. In other instances, the 
business these “centers” rather lit- 
erally control is wel] above average in 
size and quality, and the general 
agent can afford to sell their cases 
(or have them sold) for them. 

Fortunately, almost every success- 
ful general insurance man has from 
one to several insured who are logical 
prospects for good-sized amounts of 
life insurance. Through a deliberately 
planned program of teaching him 
something of prospect recognition, it 
is possible to uncover a number of 
these better prospects, and thus do 
most of the necessary demonstration 
selling to people with enough buying 
power to make the average sale in- 
dividually profitable. Here is how one 
general agent describes the pattern of 
his operation with brokers: 

“Handling your insured’s simple lite 
insurance problems requires no special 
qualification on your part. Say one of 
them buys or builds a new home. You 
take care of the fire insurance, so 
you know there is a mortgage. All 
you have to do is telephone this of- 
fice. ‘I have an insured with a $17,000, 
15-year mortgage,’ you tell us. ‘What 
do you recommend?’ 

“We'll ask for some information you 
already have, or can get rather easily. 
Then we'll give you a proposal that 
spells out the essential details. You go 
over this proposal with your insured, 
and usually that’s all there is to it. 


Estates Are Team Jobs 


“But if you’re talking about an in- 
sured with an estate to conserve, or a 
business interest to protect, the men 
who advise him must be well quali- 
fied indeed. This is nearly always a 
team job, and the members of the 
team are the contact man, whose func- 
tion is much the same as that of the 
account executive in a_ well-staffed 
advertising agency; probably the in- 
sured’s attorney and his accountant; 
possibly a trust officer; and of course 
a competent life underwriter. You are 
the contact man. We furnish the life 
insurance knowhow, and we call in 
other members of the team as they 
are needed.” 

By following this pattern, a mini- 
mum of time is spent on the routine 
order for life insurance, and a maxi- 
mum on the development of impor- 
tant cases. 

And because each broker a general 
agent feels is worth developing is 
likely to have the inside track to at 
least one or two worthwhile cases, 
even though it takes time to make a 
realistic appraisal of his potential 
market, negotiations that have to be 
dropped can often be made to pay their 
way. 
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Dismiss Suit Against 


La. Insurance Publisher 


A $60,000 damage suit against Alvin 
J. Davis, publisher of Southern In- 
surance, has been dismissed in the 
Louisiana civil district court for Or- 
leans parish. 

The action had been brought by 
J. J. Ellis, Lake Providence, La., who, 
with Bernard N. Chill, attorney, or- 
ganized five holding companies under 
Louisiana charters for the purpose of 
selling stock in five projected new life 
companies. Mr. Davis criticized the 
projects editorially in his magazine 
and was widely quoted by Louisiana 
dailies. Only one new company, Amer- 
ican Fidelity Life of New Orleans, 
materialized out of the Ellis charters, 
but it never wrote a policy and was 
merged last February into Fidelity 
Standard of Baton Rouge. 

A Louisiana department bill, backed 
by the state’s insurance industry, to 
give the commissioner authority to 
regulate insurance connected promo- 
tional ventures, is before the current 
session of the legislature, with sup- 
+ al good prospects of being adopt- 
ed. 


Under the present legal code the 
commissioner has no authority to 
regulate holding companies and can- 
not act until holding companies act- 
ually apply for an insurance charter. 
Commissioner Hayes has complained 
several times that numerous promo- 
tions have been affected in a “no 
man’s land” between the respective 
regulatory powers of the Blue Sky 
(banking) commission and the insur- 
ance department. 

Mr. Davis was represented by P. A. 
Bienvenu of Bienvenu & Culver, New 
Orleans insurance counsel. 


Texas Managers Elect Cruse 


The annual outing of San Antonio 
Life Managers’ Club was held with 
the following officers elected: Rex 
B. Cruse, Acacia Mutual, president; 
James E. Donnell, Life & Casualty, 
vice-president, and Julian H. Craven, 
Business Men’s Assurance, secretary- 
treasurer. 

Newly elected directors include 
William G. Noble, American General 
Life; Eugene Jennings, Pilot Life, and 
Bernard D. Lamoureux, American 
Hospital & Life. 


Mutual Funds Pitfall Outlined 

Victor R. Goldberg, general agent of 
Mutual Benefit Life at Hempstead, 
N.Y., spoke before the Suffolk branch 
of New York City Life Underwriters 
Assn. at Patchogue, and discussed 
“The Negative Aspects of Mutual 
Funds.” Mr. Goldberg dealt with the 
dangers and pitfalls in an investment 
program entirely dependent on mutual 
funds. 
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Bankers Life Of Neb. 
Surpasses Contest Goal 


Production in the 1958 anniversary 


sales campaign of Bankers Life of 
Nebraska topped all records for the 
campaign’s 36 years, and_ reached 
168% of its goal. Total production in 


the 37-day competition was $19,842,000. 

Philadelphia led the 50 competing 
agencies with $1,802,697; Los Angeles 
was second with $1,361,211, and 
Fresno third with $1,016,183. Other 
top 10 agencies, in order of sales, were 


FieNATIONAL UNDERWRITER 


Pittsburgh, Beatrice, Neb., San Diego, 
and Denver. Of the agencies in the 
contest, 42 made 100% of their goal. 


State Mutual ‘Will Install 
IBM 650 Electronic Brain 


State Mutual has placed an order 
for an IBM 650 electronic computer, 
with delivery and installation sche- 
duled in the spring of 1959. 

Company policy regarding person- 
nel changes resulting from the shift 
to electronic equipment is that present 
employes will be retained to assume 

















Chicago, Sacramento, San Francisco, jobs required by new procedures. 
|| ACTUARIES A Hl 
CALIFORNIA MISSOURI 

COATES, HERFURTH & NELSON and WARREN 


ENGLAND 


Consulting Actuaries 


Son Francisco Denver Los Angeles 








Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 
- "Tones deantion ? 


Williom-Oliver Bidg. 
sAckson 3-7771 





Cc 





Atlanta 








GA.-VA.-N.Y.=-ME. 


BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 














RICHMOND — ATLANTA. NEW _ YORK 
PORTLAND 
ILLINOIS 





CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 


Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 





Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 











E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 


Accountants Phila. 6, Penna. 











CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.C.A. Irma Kramer 
Alan K. Peterson, A.S.A. E. J. Pilsudski 
D. W. Sneed Wm. P. Kelly 
FRanklin 2-4020 








DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, Ill. 





IND. & NEB. 


WASHINGTON & 
CALIFORNIA 





Milliman & Robertson, Inc. 


Consulting Actuaries 


914 Second Ave. 
Seattle 4, Wash. 


400 Montgomery St. 
San Francisco 4, Calif. 











NATIONWIDE 
pe :. 7 Virhact Company 


CONSULTING ACTUARIES 





INDIANAPOLIS 
| LOUISVILLE DALLAS + LOS ANGELES 








Haight, Davis & Haight, Inc. 
Consultiag Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 











. Saleen & Gs. 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N.Y. 











GAMC Asks For 
Nominee Suggestions 


In preparation for the annual con- 
vention of General Agents & Man- 
agers Conference of National Assn. of 
Life Underwriters, the nominating 
committee has sent a letter to presi- 
dents of local GAMCs requesting sug- 
gestions for director nominees. 

Six directors are to be elected at 
the convention in Dallas, Sept. 7-12. 

In the letter to local presidents, L. 
Mortimer Buckley, New England Life, 
Dallas, chairman of the nominating 
committee, asked for nominee sugges- 
tions of men who would be of the same 
high quality as present and past di- 
rectors. 

“Requirements precedent to nomin- 
ation,” the letter said, “are that the 
person nominated agree in writing 
that he will attend the mid-year and 
annual meetings of the board of 
GAMC, and that he be a member in 
good standing of the General Agents 
& Managers Conference of NALU.” 


New Plans For Security L. & T. 
Security Life & Trust has brought 
out a participating whole life special, 
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issued in minimum amounts of $10,0:0; 
For policies of $25,000 and over the 
annual premium is reduced by $1 per 
$1,000. The company also is now issu- 
ing life to age 65 at juvenile ages and 
has introduced payor death and disa- 
bility benefits on long premium-paying 
period policies, such as ordinary. 


United L.&A. ‘Reaches 
$300 Million Mark 


Life insurance in force of United 
Life & Accident has reached the $300 
million mark. More than $100 million 
in force has been added since the end 
of 1955. This growth for the past 2% 
years was only $6 million less than for 
the entire previous eight-year period 
from 1948 through 1955. 


Toledo Agents Elect Black 

Toledo Assn. of Life Underwriters 
has installed the following new offi- 
cers: Leslie Black, Connecticut Mu- 
tual Life, president, succeeding Don- 
ald W. Warner; Richard Ford, Bankers 
Life of Iowa, 1st vice-president, and 
William McVicker, Western & South- 
ern Life, 2nd vice-president. Thomas 
J. Kranz, Equitable Life of Iowa; 
Lawrence G. Bell, Aetna Life, and 
James F. Gilger, Midland Mutual, were 
named trustees. 





National Travelers Life 
special Jead getters have 
helped to produce surpris- 
ingly large plus business. 
Agents like them! Pros- 
pects, tou 
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preserve anti-trust laws in interstate 
insurance business has been defeated 
by the enactment of ineffective state 
laws or ineffective enforcement. 

Sen. O’Mahoney is a suave and 
adroit investigator, as those who 
watched him during the temporary 
national economic committee investi- 
gation of 20 years ago are aware. But 
while his contention that a 13-year- 
old law of the McCarran act’s impor- 
tance should be reviewed seems easy 
to buy, there are also strong reasons 
for hoping that when all the fireworks 
have exploded there be little about the 
law that a majority of both houses of 
Congress will consider worth chang- 
ing. 

For one thing, if the O’Mahoney in- 
vestigators have any idea of prying 
loose some of the states’ regulatory 
powers and turning them over to the 
federal government, they could have 
hardly picked a worse time to promote 
such a change. The congressional in- 
vestigation of federal administrative 
agencies has turned up enough dirt to 
give pause to even the most ardent 
advocates of taking away powers from 
state governments and making big- 
government at Washington even big- 
ger and more powerful. 

State insurance regulation may not 
always be as perfect as its critics 
would like, but it has been remarkably 
free from troubles of the vicuna vari- 
ety. The system of supervision by nu- 
merous state insurance departments 


‘may at times seem cumbersome and 


overlapping, but it’s just possible that 
members of Congress will see advan- 
tages in having a large squad of po- 
licemen on the job instead of relying 
entirely on a single super-cop. 

It’s conceivable also that many of 


‘the lawmakers don’t look kindly on 
‘building up the administrative branch 


of the government any more than is 
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0.0i Federal Agency Dirt Out At Bad Time 


(CONTINUED FROM PAGE 1) 


absolutely necessary. The tremendous 
build-up that has taken place over the 
years has added to Congress’ problems. 
It is easy for an adminisirative agency 
to get too big for its britches—and 
easier still for a Congressman to think 
it has. 

Besides all this, there is the fact that 
in the face of mobilization problems 
comparable with the Normandy inva- 
sion, the National Assn. of Insurance 
Commissioners and the states them- 
selves have done a tremendous job in 
closing the gaps in state supervision 
of insurance. Sen. O’Mahoney and his 
fellow-inquisitors will doubtless turn 
up many imperfections. But the Sen- 
ator has been worrying about philo- 
sophical problems in the insurance 
business for many years. In anticipat- 
ing troubles that as a practical matter 
don’t seem to materialize in an impor- 
tant way, he has seemed unable to 
excite similar concern among many of 
his colleagues. And there seems to be 
even less political sex appeal in the 
present investigation than in the old 
temporary national economic commit- 
tee inquiry. 

Whatever revelations come out of 
the O’Mahoney investigation, it seems 
inconceivable that any great number 
of the members of Congress will be 
persuaded that the cure.is to load the 
job on a new administrative agency of 
the federal government or split it up 
among several existing agencies. 


United L. & A. To Write 


Small-Group Coverage 


United L.&A. is issuing a new group 
life plan which is available with acci- 
dental death and dismemberment ben- 
efits and designed to meet the needs of 
small businesses with 10 to 24 em- 
ployes. The new plan is available in a 
flat amount schedule, salary schedule, 
or a two-schedule plan for male and 
female employes. 

A conversion privilege is included 
and insurance continues in force during 
total disability without premiums if 
employment has to terminate due to 
total disability before age 60. Evidence 
of insurability is required of employes 
at age 60 and over, or when larger 
coverage is desired. 


United Benefit Employes 


Publications Win Awards 


The editors of ‘‘Criss Cross Currents” 
and “Mutterings,” employe publica- 
tions of United Benefit Life, have re- 
ceived high awards at the meeting of 
International Council of Industrial 
Editors in Washington, D. C. More than 
900 employe publications were entered 
in the awards competition, and “Criss 
Cross Currents” was cited as the No. 1 
magazine of its type in the U. S. Edited 
by John R. Dixon, the magazine is 
distributed monthly to home office 
employes and in certain service offices. 

“Mutterings,” edited by Morey Land- 
man, received a special citation for 
promoting community relations be- 
tween the employes and the companies 
and their fellow citizens. Some 10,000 
issues are sent monthly to the sales 


- force of the companies. 


State Mutual Offers 
Pre-Authorized Check Plan 


A monthly automatic payment plan 
called “MAP” has been set up by State 
Mutual Life to simplify monthly prem- 
ium payments on most life, annuity 
and A&S contracts. The policyholder 
authorizes State Mutual to draw a 
check for the monthly premium on 
his bank account each month. Result- 
ing cost savings are passed on to the 
policyholder. 














“In recognition of life underwriting service of 
high quality as evidenced by an excellent 
record of maintaining in force and extending to 
the public the benefits of life insurance” .. . 


National Quality Award 
was granted in 1958 to 
145 Fidelity underwriters 


Eleven of the number have qualified for N.Q.A. 
in each of the 14 years in which the Awards 
have been granted — 39 have qualified for 10 
or more years, and 87 for 5 or more years. 


Congratulations to our 
N.Q.A. winners and appreciation 
for the quality service they are performing 
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During the past ten years, retail sales 
within the eleven Southern states 
served by Life of Georgia have increased 
98.7%. This rate of increase is 38.2% 


greater than the rate of increase 
for the nation as a whole. 
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Makes Life Insurance Easier to Sell 
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State Murtuat’s New Client-Building Rider Provides Valuable Options for Purchase of 
Additional Coverage at Future Dates at Standard Rates Without Evidence of Insurability 





CAN LEAD TO AS MUCH AS $60,000 OF EXTRA SALES 


Here is a life insurance idea with sales power 
designed to help YOU capture a larger slice of a 
constantly growing younger age market (ages 0 
to 39). State Mutual Guaranteed Insurability 
Rider enables a policyholder to increase his 
coverage as needs and earnings grow regardless 
of any change in his health or occupation. Perfect 
for young doctors, interns, dentists, college stu- 


Mail coupon today for full information on 
State Mutual’s new Guaranteed Insurability 
Rider — designed to make life insurance 
easier to sell. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 
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dents, owners of small businesses, and young 
executives. A natural for juveniles. 


Puts broker in better position to sell basic policy 
and provides built-in sales opportunities when 
option dates arrive. Sets up a possible EXTRA 
sale every three years from ages 25 through 40. 
A DYNAMIC SALES TOOL for Brokers. 


MAIL COUPON NOW 


WORCESTER, MASSACHUSETTS 


building Guaranteed Insurability Rider. 
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